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In which a MAN is given 
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a glimpse of tomorrow. 





Ohio National Salesmen, 
too, realize their visions 
A — of future happiness and 

ND there comes before the MAN a vision. financial independence 






He sees himself possessed of vast acres of land, rich with crops. In yonder pasture hun- bao, A Mito an 
dreds of heads of sleek cattle graze, their bodies in silhouette against the rise of ground farther on. To Attractive openings in 27 
states. 

















the left, a gobbler holds his majestic head high, truly a “king” of birds. 

A trim white cottage nestles among stately oaks, whose wise century-old crowns nod in ap- 

proval at the gabled green roof below. And when the wind kisses the topmost leaves the MAN hears 
- them whisper of love and happiness and peace. And he is content. 

Ah! but he is to know greater joy! For today is “the day of days!” ’Tis reunion day, when 
all the family—Bill and Mary, John and Jane, and their little broods—will gather ‘round the table in the 
dining room. And there will be songs and much laughter. 

And Mother! Dear old Mother, whose toil-tired hands and aching back have never faded 
the lovely smile from her lips, will be as happy as a school-girl—radiant with the glow of living, even as 
when the MAN first courted her. And the MAN is content. For in the twilight of his life he has attained 
the goal he set for Mother and himself, many, many years ago. 


The vision begins to blurr. A “voice” speaks and calls the MAN to listen. 






























“OQ MAN! Thou, who hast seen this vision of peace and 
contentment, stumble no longer in darkness, but lift up 
thine eyes, that thou mayest see the folly of thy ways. 
Build now thy dream castles on firm foundations, that 
they may not crumble in thy very hands. Guard now 
against the day when thou shalt retire, from active 
business, that the eventide of thy life may be long and 
happy. But MAN, thou must provide this assurance 


}? 


today. Aye today, TODA Y—tomorrow may be too late! 
































And the MAN understands and follows the advice of “the voice.” 


And he IS content. 


AN OHIO NATIONAL RETIREMENT INCOME POLICY WILL GUARANTEE ANY 
MAN’S “DREAM CASTLES.” 


The Ohio National Life 
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90™ ANNUAL STATEMENT 
DECEMBER 31, 1934 
Thirty- 
A MUTUAL COMPANY FOUNDED IN 1845 INCORPORATED UNDER THE LAWS OF THE STATE OF NEW YORK —_ 
ascaas See 
site ESE fa 
'. , oO 88e' 
To the Policy-holders and the Public:— Cash on Hand or in Bank............ $36,449,562.46 1.73 
United States Government, direct, or Prope 
On the occasion of the ninetieth annual report of the fully guaranteed Bonds............ 208,726,056.38 9.89 
New York Life, it is fitting to review briefly its record of State, County, Municipal Bonds...... 191,270,360.25 9.07 
accomplishment since it began business on April 12, 1845. Public Utility Bonds.................159,151,938.01 7.54 
: Industrial and Other Bonds.......... 21,670,306.29 1.03 
Founded when this country was young and sparsely settled, Railroad Bonds...................... 341,910,539.57 | 16.21 wol 
the New York Life has forged steadily ahead, spreading the Canadian Bonds..................... 44,445,022.61 2.11 
benefits of its protection over millions of people and con- Foreign Bonds 2.067,183.26 10 wii 
8 a ; Rete rence se ae ,067,183. ‘ ci 
tributing, through the investment of its funds, to the Preferred and Guaranteed Stocks..... 69,610,789.00 3.30 , 
Nation’s development. Having always been a mutual com- Real Estate (Including Home Office).. 97,212,901.52 4.61 
: nak ght .. 97,212,901. ’ 
pany, it has declared over one billion dollars in dividends First Mortgages, City Properties 459.805.821.86 21.80 
. ° e 9 MSly SAUPCLLICS..... ’ ’ . . 
payable to policy-holders. Since 1845 it has met every First Mortgages, Farms............. 12,527,521.11 59 = 
obligation through every panic, war and epidemic. Policy Loans 396.467,101.27 18.79 NE 
OSPR SA eee ee eee eee 467,101. ‘ pre 
During the past year the Company paid or credited Interest & Rents Due & Accrued..... 31,877,282.34 1.51 for th 
$157,000,000 to living policy-holders, and $70,000,000 to the MPU OL ARBOUR: oc 6 oleh ec ek eee wk 36,312,838.44 1.72 in the 
beneficiaries of those who died. TOTAL ASSETS $2,109,505,224.37 | 100% ati 
The Company’s assets were $2,109,505,224 at the close The liabilities of the Company, which include reserves to yon 
of 1934, an increase of $98,562,112 over the previous year. meet all contractual obligations, were $1,994,134,579. pe 
The gain in assets during the single year 1934 is greater than Included in liabilities, the Company has set up a Special whict 
the total amount which the Company accumulated in assets Investment Reserve of $28,000,000 not required by law, and s 
during the first forty-four years of its history. and reserves of $45,734,207 for dividends payable to policy- aint 
, . , holders in 1935. | 
During the year 1934 our investments in Government, ssid ; . = 
State and Municipal Bonds increased $146,918,786. A de- Surplus funds reserved for general contingencies on there 
crease of $17,000,000 in policy loans and an increase of over December 31, 1934, amounted to $115,370,645. aoe 
$60,000,000 in new insurance issued during the year reflect Total insurance in force, represented by 2,649,953 policies, amer 
the general improvement of business in 1934. was $6,661,514,072. The total new paid for insurance in — 
1934 was $440,000,000. In addition, men and women paid 
The following table shows the diversification of the Com- $45,000,000 to the Company for einmuitios to provide a Tk 
pany’s assets at the end of 1934. All bonds eligible for guaranteed life income. aa 
amortization are carried at their amortized value deter- April 12, 1935, marks the Ninetieth Anniversary of the Susa 
mined in accordance with the law of the State of New York. New York Life. In view of its financial strength and its et 
All other bonds, including bonds in default, and all guar- long record of fidelity in the fulfillment of its obligations, - og 
anteed and preferred stocks, are carried at market value as this mutual company continues to merit the confidence and pres 
of December 31, 1934. patronage of its policy-holders and the public. «. 
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A more complete report listing the securities owned by the Company, together with an illustrated booklet describing the 4) 
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See Little Chance 
for New York Bill 


Proposal for “Over the Counter” 
Sale by Savings Banks 
May Fail 


WOULD IGNORE AGENTS 


Principal Savings Banks of State Are 
Opposed to Project, Public 
Hearing Discloses 


NEW YORK, March 28.—Little 
chance of passage is believed to exist 
for the Taylor bill, introduced last week 

_ in the New York legislature, permitting 
savings banks to establish life insurance 
departments to sell coverage “over the 
counter,” eliminating the agent’s com- 
mission. A similar measure failed to 
pass last year, after public hearings at 
which it was opposed by life insurance 
and savings bank people. 

The legislature is expected to adjourn 
within a few days, and a measure intro- 
duced so near the end of the session has 
scant chance of getting through unless 
there is no opposition. The main differ- 
ence between this year’s measure and 
last year’s is that the new bill seeks to 
amend the banking rather than the in- 
surance law. 


Miss Brandeis Chairman 


The measure is sponsored by the 
Committee for New York Savings Bank 
Life Insurance. Its chairman is Miss 
Susan Brandeis, New York attorney 
and daughter of Supreme Court Justice 
Brandeis, whose efforts made possible 
the Massachusetts plan on which the 
present proposal is patterned. 

The committee’s principal moving 
force is W. L. Grossman, young New 
York attorney, who is secretary of the 
committee. 


Protection for Poor Men 


The backers of the New York plan 
are of high personal integrity. They are 
actuated solely by humanitarian motives 
and a desire to get life insurance for the 
man of little means at a lower cost. 
From this angle, the strongest criticism 
of the Massachusetts plan is that it has 
been bought principally by the shrewd 
buyers of insurance rather than those 
most in need of cheap protection. 

From the viewpoint of estabished in- 
surance, the plan is annoying rather 
than menacing. Since 1907 the system 
reached a level of insurance in force of 
$90,606,283 at the end of 1933, the latest 
year for which figures have been tabu- 
lated. Business in force in Massachu- 
setts on the same date for all companies, 
including the savings banks, was $3,697,- 
440,012. The savings banks plan thus 
had about 2.5 percent of the total in 
force in the state. The plan was particu- 
larly designed to supersede industrial 
iMsurance, but at the end of 1933 there 
Was $1,109,753,960 of this tyne in force 
in Massachusetts alone. 

Oddly enough, the backers of the sav- 





Look for an Upturn Soon 
in the Sale of Annuities 





TOOK NOSE DIVE ON JAN. 1 





Refunding of Liberty Bonds May Cause 
Holders to Look for 
Other Sources 





NEW YORK, March 28.—While the 
annuity business has taken a nose dive 
since the first of .the year, agents are 
hopeful that government refunding of 
Liberty bonds which have been paying 
3% to 4%4 percent with issues bearing 
a substantially lower percent, which is 
scheduled between now and June 1, will 
bring many new prospects into the an- 
nuity market. 

Many of those who have been living 
on the income from these bonds have 
been having a difficult time trying to 
get along on the present yield. The 
prospect of having this income sharply 
reduced, plus the growing annuity- 
mindedness of investors in the last few 
years, should logically make an annuity 
a very attractive buy. 


Strong Argument for Safety 


Aside from the greater yield of an 
annuity, a strong argument for its 
greater safety as compared with govern- 
ment bonds lies in just such refunding 
operations as are now imminent. That 
is, that the investor, faced with the prob- 
lem of reinvesting his money safely, and 
perhaps absolutely dependent on the 
earnings of his small fund, will fall into 
the hands of some slick salesman who 
will sell him a speculative sort of “in- 
vestment” that will be entirely too haz- 
ardous for his situation. With an an- 
nuity, the reinvestment question is auto- 
matically taken care of. 








ings bank plan in New York are not 
concerned about the compensation of 
salesmen in other lines—food, clothing, 
fuel, automobiles—but they apparently 
think that the salesman’s commission, 
which represents most of the difference 
in price as against regular life insurance, 
is an especially undesirable form of goug- 
ing the needy... 

As to the comparative cost of savings 
bank life insurance in Massachusetts, 
THE NATIONAL UNDERWRITER, in an ar- 
ticle in the May 4, 1934, issue, following 
hearings on the pending bill, erroneously 
stated that “on a ten-year net cost basis 
the average of the 21 savings banks in 
Massachusetts is about 78 percent 
higher than the net cost of a whole life 
policy issued by a certain life company, 
1934 dividend scales being used in both 
instances. Even the net cost of the 16 
Massachusetts savings banks making 
the best dividend showing this year is 
somewhat above the policy just referred 


Actually, the 21 savings banks, on the 
basis mentioned, had a net cost 23.5 
percent lower than the policy in ques- 
tion, while the net cost of the 16 banks 
paying the highest dividends was still 
lower. 

Among the reasons against the plan, 
brought out at the hearing last year at 
Albany, was the practice, cited in the 
case of several of the banks, of assign- 
ing little or no share of expense for 


executive officers’ salaries or for build-' 


ing rental. 





Riehle Says Many Companies 
Backing Part-Time Program 





WILL ANNOUNCE LIST SOON 





Further Details of Plan Announced by 
National Association Head in 
Indianapolis Address 





INDIANAPOLIS, March 28.—Presi- 
dent T. M. Riehle of the National Asso- 
ciation of Life Underwriters announced 
at a breakfast meeting of the General 
Agents & Managers Association of In- 
dianapolis that the “Plan for Improving 
Agency Practices,” which is the result 
of much conference between a commit- 
tee of the National association and rep- 
resentatives of the Life Presidents As- 
sociation, American Life Convention and 
Life Agency Officers Association, has 
already been approved by a number of 
home offices, a list of which will be re- 
leased the latter part of this week. If 
only six companies by this time had en- 
dorsed the agreement, he said he would 
have considered it a success but that 
several times that number have done 


so. 

The direct target of this particular 
pronouncement is the part-time agent, 
who is given until the-end of this year 
to determine whether or not he will 
make insurance his business or not. In 
reply to a question, he said anyone en- 
gaged in the general insurance business, 
including other branches with life, is not 
affected. It was discovered, he added, 
that small, well-managed life companies 
are on the whole less guilty of encour- 
aging part-time agents than many of 
the larger companies. Companies are 
supporting the agreement so heartily that 
he believes a majority will have signed 
up in the near future. 

H. A. Luckey, manager Life of Vir- 
ginia and president of the Indiana In- 
surance Federation, was introduced and 
complimented on the effective work he 
had done in connection with legislation. 

Mr. Luckey then presented Commis- 
sioner H. E. McClain and Actuary Lloyd 
Thompson of the Indiana department, 
commending highly the activity of the 
department in perfecting and working 
for the passage of the new insurance 
code, which is regarded as a great 
achievement for the betterment of in- 
surance conditions in Indiana. Commis- 
sioner McClain, in a brief response, said 
that in drafting the code the premise on 
which all the work was based was the 
most complete possible protection of the 
public which, he declared, meant also 
the best good of the insurance business. 

Mr. Riehle, who is completing a coast- 
to-coast trip, visiting most of the prin- 
cipal cities, is optimistic as to the out- 
look for business conditions in general 
and life insurance in particular, referring 
to 1935 as “the second year of the re- 
covery.” He gave statistics to support 
his optimism. In addressing a luncheon 
meeting of the Indianapolis Association 
of Life Underwriters, with several hun- 
dred in attendance, he emphasized the 
importance of always regarding the in- 
terests of policyholders as of first im- 
portance, the business being built on 
confidence which must never be violated. 


TO ANNOUNCE LIST LATER 


NEW YORK, March 28.—Names of 
life companies subscribing to the Life 
(CONTINUED ON PAGE 7) 





Great Centenary 
Fete Next Week 


Impressive Program of Ceremo- 
nials and Speeches Scheduled 
in Boston 


THREE DAY CONVENTION 


First Hundred Years of the New Eng- 
land Mutual Life to Be Celebrated 
With Distinction 


The program for the great centenary 
convention of the New England Mutual 
Life in Boston April 1-3 is announced 
this week. 

The historic occasion of the granting 
of the first mutual life insurance charter 
in America to Judge Willard Phillips of 
Boston, founder and first president of 
the New England Mutual, will be com- 
memorated 100 years afterwards to the 
day, when on the afternoon of April 1, 


the convention group is welcomed at the 
capitol at Boston by Lieut. Gov. Hurley 
and Commissioner Brown. Then the 
party will visit the legislative halls where 
in the era of stage coaches and clipper 
ships, the charter was granted. 


Set Up Historic Exhibits 


Of historic interest will be an exhibit 
at the home office of documents of the 
early days, types of office equipment and 
furniture objects personally owned and 
used by founders of the company and 
collections of postage stamps and cur- 
rency. Documents include early poli- 
cies issued to statesmen and financiers 
of the early 19th century, among them 
Daniel Webster in 1844. Another docu- 
ment is a contract appointing Nath’l 
March, Esq., of Portsmouth, N. H., as 
an agent of New England Mutual. This 
contract is dated Nov. 13, 1844, and 
bears the signature of Judge Phillips. 

An elaborate dramatization, “Pageant 
of a Century,” depicting important epi- 
sodes in the life of the company under 
its five presidents, officially closes the 
convention the afternoon of April 3. 
Twenty-five characters in costume will 
act in this pageant. 

A history of the company has been 

published in a profusely illustrated vol- 

ume entitled “The First Hundred 
ears. 


Opening of the Convention 


Officially the convention will open 

onday morning with an address of 
welcome by President G. W. Smith. The 
response will be by H. A. Schmidt of 
New York, president of the General 
Agents Association. Also scheduled for 
the morning session are addresses: “Se- 
curity,’ by George L. Hunt, vice presi- 
dent; “The Spirit of the New England 
Mutual,” by R. W. Moore, Jr., of Bos- 
ton; the introduction of E. L. Goodrich 
of Boston, leading agent for 1934, and a 
sales skit, staged by W. L. Wadsworth 
and E. A. Hoffman of Boston. 

Monday afternoon will be devoted 
mainly to the ceremonies at the capitol. 

(CONTINUED ON PAGE 7) 
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Credit Inflation, Not Uncontrollable Type, 
Expected, Evans Says 


Hedging by investing dollars in tangi- 
bles such as real estate, common stocks, 
food supplies, etc., or by selling the 
country short in expectation of the Ger- 
man type of uncontrolled currency infla- 
tion is a dangerous and, so long as there 
is life insurance obtainable, an unneces- 
sary method of gambling on the pur- 
chasing power of the dollar, Percy H. 
Evans, vice-president and actuary of the 
Northwestern Mutual Life, states in a 
noteworthy article discussing the subject 
of “Inflation and Life Insurance.” 

Mr. Evans says that the person who 
is asking, as so many are now, “Where 
can I put my available dollars so that 
their buying power will not be affected 
by inflation if, when and as it occurs?” 
unless he can answer the question with 
certainty need look no further than life 
insurance, which in the past five years 
has amply demonstrated that it is the 
safest place in which to put accumulated 
or surplus dollars. The men in the field 
are constantly meeting the proposal of 
people to take their money out of the 
life company’s portfolio, or to refuse to 
put additional dollars in, because they 
feel there may be a better place for their 
money in time of inflation. 


Takes Up Proposal to 
Hedge on Common Stocks 


Mr. Evans said an idea widely circu- 
lated is that purchase of common stocks 
in place of fixed interest investments for 
life insurance savings is a hedge or pro- 
tection against inflation. It is argued 
that in periods of rising prices when 
fixed interest income buys less and less, 
the dividend from first quality stocks 
tends to increase, but Mr. Evans says 
persons with this idea forget that the 
painful deflation of 1929 wiped out all 
post war increases in dividend rates and 
stock dividends of the new era. The 
theory which may seem sound in a pe- 
riod of ordinary credit inflation where 
prices rise 50 or perhaps 100 percent, 
does not apply in a period of uncon- 
trolled monetary inflation of the German 
type. Common stock values and returns 
do not in such times rise uniformly, and 
as a matter of experience rise in values 





is not an adequate offset to reduction in 
the buying power of the dollar, pound, 
franc or mark, he said. 

Further, only those persons who 
picked the right stocks of corporations 
permitted to make unusual dollar profit 
will benefit in any degree, and in case 
of uncontrolled monetary inflation of the 
German type the number of corporations 
that will ride with the storm is very 
limited and difficult to forecast, “particu- 
larly under a form of democracy which 
criticises and threatens all types of cor- 
porate activity showing substantial prof- 
its and appears to believe that profits 
are immoral.” 


Considers Question Whether 
to Buy Life Insurance Now 


_ Mr. Evans considers the question “If 
inflation is on the way, should I buy life 
insurance?” 

“The question is put in that form,” he 
says, “because the holder of an annual 
premium policy is buying insurance 
every time he pays a premium the same 
as the man who applies for an additional 
policy. In order to arrive at a correct 
answer it is necessary to get clear in 
their minds the nature of the insurance 
contract which we call the policy. A 
policy of life insurance performs two 
complementary services. Each annual 
premium as paid is applied first to cover 
the cost of paying the death benefits ac- 
cruing during the policy year, and 
second, to build up a savings fund. 

“The mathematical setup is such that 
as the savings fund (which we may call 
the cash value reserve) increases by 
periodical increments, the amount of the 
death benefit decreases so that the total 
of the two equities payable at death is at 
all times equal to the face amount of 
the policy, i.e., they are complementary. 
The insurance company charges against 
each annual premium as paid in a death 
assessment according to the mortality 
experience at the then attained age of 
the assured per $1,000 of the net amount 
at risk. It adds the remainder of the 
premium to the complementary savings 
fund and also credits the fund with such 
rate of interest as its current investment 
income permits. 





“Thus it will be seen that when di- 
vested of all actuarial and other technical 
aspects, the contract is merely a decreas- 
ing yearly renewable term insurance 
combined with a periodically increasing 
savings fund or share in the undivided 
investment assets. Now so far as that 
part of the current annual premium is 
concerned which goes to pay for this 
renewable term insurance risk, it would 
not be affected by inflation except for 
such decrease in the buying power of 
the dollar as might occur between the 
date of payment of the last paid premium 
and the date of maturity of the policy by 
death. In other words, the dollar paid 
as death claim for the net amount of 
insurance then in effect would be the 
same kind of dollar in which the last 
preceding premium was paid, except for 
such change, if any, in buying power as 
might have occurred during the short 
interval between the- two events. 

“Even in Germany the rapid loss of 
value in its currency was not rapid 
enough to destroy the difference between 
five marks paid as premium and 1,000 
marks payable at death within the year. 
As to every change in price levels that 
ever occurred in this country, the dif- 
ference within the year was negligible 
for or against the assured. 


Savings Fund Is 
Only Part Affected 


“The only part of the policy described 
above which would be materially af- 
fected by inflation (increased prices) 
would be the dollar savings fund (cash 
value reserve) share in the total bond, 
mortgage, etc., investments held by the 
insurance companies, and even these dol- 
lars would be affected only by the 
change in buying value occurring be- 
tween the date of their payment respec- 
tively into the company’s assets and the 
date when they were returned with in- 
terest as part of a death claim. 

“The point to be grasped is that 
change in the buying power of the ac- 
cumulated dollars in the savings fund 
would be exactly the same wherever 
those dollars, as dollars under control 
of the assured, might be. The only logic 
which would justify taking those dollars 





out of the insurance company’s invest. 
ments or refusing to add to them would 
be where the assured has knowledge oj 
some other place to put them where 
their buying power would not be af. 
fected.” 

Mr. Evans made the point that debtors 
and creditors practically never pay nor 
get paid in the same dollar they bought 
or sold and, he says, never have since 
the early days of barter and trade. He 
expressed belief that the uncontrollable 
German type of inflation would not oc. 
cur in this country, but the only kind 
that is likely to happen is credit infla- 
tion. Both kinds, however, he said, are 
characterized by rising prices, with the 
result that debts created at the beginning 
of any inflation and liquidated during 
such inflation are paid off in dollars with 
reduced purchasing power, benefiting the 
debtor and perhaps damaging the credj- 
tor, depending on whether the inflation 
is of currency or credit type. In neither 
case is the price change a sudden one, 
Mr. Evans said, even the German infla- 
tion requiring over three years to reach 
its peak. Credit inflation is more gradual 
and may take 25 years. 


Conditions Different Here 
Than They Were in Germany 


The conditions which brought about 
uncontrolled currency inflation in Ger- 
many do not exist here. Germany had 
no gold reserve and started the printing 
presses without metallic backing. This 
country has a vivid recollection of the 
consequences of the German inflation. 
Public morale here still is high. The 
country is very nearly independent of 
imports, but if it were not it has the 
largest accumulation of international 
money that it ever had. He discussed 
the government debt with the tendency 
which it may bring toward uncontroll- 
able inflation. 

“Whether the present excess expendi- 
tures of government are necessary to 
meet an emergency both business and 
social, and are wise or otherwise, is a 
matter of opinion. Considerable differ- 
ence of opinion seems to exist. But 
those who fear that currency inflation of 

(CONTINUED ON PAGE 8) 





| HEADLINERS AT THE CENTENARY 


CELEBRATION 








G. W. SMITH 


At the great centenary convention of 





M. L. BROWN 


bility. He will deliver the address of 


New England Mutual Life in Boston! welcome Monday morning. He will act 


next week, George Willard Smith, the 
president, will hold the center of the 
stage and have the heaviest responsi- 





as toastmaster at the centenary dinner 
that evening. 


On Monday afternoon there will be 


G. L. HUNT 


ceremonies at the capitol and a welcome 
will be extended by Insurance Commis- 
sioner M. L. Brown of Massachusetts. 


George L. Hunt, vice-president of the 


company, will deliver an address, “Se- 


G. S. HASTINGS 


curity,” Monday morning and will pre- | 
side at the Wednesday morning session. 
Glover S. Hastings, superintendent of 
agencies, will deliver an address Tues- 
day morning. 
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Missouri Insurance Code 
Now Appears Dead Issue 





TIME IS LACKING FOR ACTION 
Observers Say Proposal Has No Chance 
of Getting Beyond Committee 
of the House 





JEFFERSON CITY, March 28.—The 
proposed new Missouri insurance code 
apparently is doomed, notwithstanding 
that the special sub-committee of the 
senate insurance commission has fin- 
ished its work of eliminating practically 
all of the controversial provisions and is 
now ready to report to the insurance 
committee. The legislature is expected 
to adjourn sine die by the middle of 
April at the latest. 

With the bill in the hands of the sen- 
ate committee since late in January 
there now appears little chance for it 
to get through the senate in time to 
enable the house to ponder it. Even if 
it passes the senate it probably will die 
in the hands of a house committee. 


McHaney Is Reconciled 


P. B. McHaney, attorney for the de- 
partment, apparently has reconciled him- 
self to the defeat of many of the pro- 
visions that the department wanted— 
such as supervision of fraternals and 
town mutual fire companies. He said 
the substitute bill is a decided improve- 
ment over the present insurance code. 

He contended the principal objects of 
the bill have been retained, such as plac- 
‘ing the insurance laws in a logical, com- 
prehensive order and removing many 
ambiguities and conflicts. 

The subcommittee has removed frater- 
nals, farm and town mutuals and burial 
associations from the supervision of the 
department and the 2 percent premium 


tax. ; 

The substitute bill retains the defini- 
tion of solvency contained in the orig- 
inal and a clear definition of the super- 


| intendent’s right to revoke the licenses 


of agents and brokers for specific rea- 
sons, : 

There is a provision that the superin- 
tendent is the only person who can be 
appointed to conserve the Missouri as- 
sets of foreign companies. 


iv Blue Sky Commissioner 


The superintendent is made the blue 
sky commissioner in passing upon stock 
issues by insurance companies. 

The substitute requires minimum pro- 
visions, covering cash surrender values 
and also the incontestable clause in hfe 
policies. The organization of new as- 
sessment and stipulated premium life 
companies will not be permitted. — 

The subcommittee voted to retain the 
provisions relative to reserves for fire 
and casualty. Standard provisions for 
accident and health policies and a re- 
quirement that all policy forms must be 
filed are contained in the substitute. 

The provisions relative to higher re- 
serves for reciprocals and placing them 
under the same examination require- 
ments as stock companies, and also 
placing them under the general receiver- 
ship laws are retained. The substitute 
also proposes to require the reciprocals 
to pay the same taxes and fees placed 
on other companies. 

Recommendations of the department 


| Telative to changing the suicide clauses 










of life and accident policies and the val- 
ued policy fire insurance law were re- 
jected by the subcommittee. The pro- 
vision for examination of agents and 
brokers and a section requiring old line 
companies to give notice of premiums 
due were also thrown out. 


FRATERNALS KILL CODE 


KANSAS CITY, March 28.—Re- 
Ports from Jefferson City point to the 
conclusion that the vigorous fight con- 
ducted by the fraternals against inclu- 
Sion in the bill was largely responsible 
hot. only for elimination of any refer- 
(CONTINUED ON PAGE 8) 





Cochrane Is Cited to the 


Civil Service Commission 





COLORADO OFFICIAL IS HIT 





Investigation Committee Blames In- 
surance Department for Scandalous 
Conditions—Charges Negligence 





DENVER, March 28.—Concluding 
its extensive probe of the insurance 
situation in Colorado, the special sen- 
atorial investigation committee has in- 
its final report criticised the insurance 
department, headed by Commissioner 
Jackson Cochrane, as negligent and in- 
efficient. It was indicated that evi- 
dence at the hearings would be pre- 
sented to the state civil service com- 
mission, immediate action. being rec- 
ommended. Ten members of the com- 
mittee signed the report condemning 
Cochrane and asking the civil service 
commission to take action, after Coch- 
rane, the last witness, gave his testi- 
mony. 

“The so-called ‘solvency or Cochrane 
act,’ relating to insolvent legal reserve 
life insurance companies, does not pro- 
vide a practical or satisfactory means 
of protecting the public and in par- 
ticular the interest of policyholders,” 
the report states. “Your committee 
recommends a modification of the ex- 
isting law, and substitution of other 
provisions that will make possible a 
more adequate means of protecting the 
interests of policyholders.” 

The committee charges the depart- 
partment with being responsible for the 
present affairs of the Paramount Life, 
the president of which was recently 
convicted for income tax evasion and 
must still face trial on charges of using 
mails to defraud; the American Life, 
and the Republic Mutual. It finds “a 
serious lack of efficiency and harmony 





Named as Vice-President 


of Illinois Bankers Life 








E. H. HENNING 


E. H. Henning, who was recently 
elected a vice-president of the Illinois 
Bankers Life at Monmouth, Ill, has 
been representing the company in vari- 
ous legal matters since 1930. He started 
to practice law in 1916 in Kansas City 
and in 1923 moved to Chicago, where 
he has specialized in insurance law. 











in the management of the office of the 
insurance commissioner,” and says the 
commissioner and his examiner “have 
been negligent in the performance of 
their respective duties.” The so-called 
Cochrane solvency law has been in- 
voked only in the case of one company, 
the amazing Pacific States Life. 








Independence Square 





One-half the Cause 


The underwriter whose estimate of his prospect’s buy- 
ing power is still on the depression level should bring him- 
self “up to date.” Too many men who need more and can 
buy more, do not buy more because both they and those 
who sell them are still mentally in the depression rut. 


At the beginning of this economic trouble we used to 
hear that it was largely “psychological.” Heard it too much, 
because there was too little fact in the assertion. But today, 
in respect to the large proportion of minimum size cases, at 
least one-half the cause is indeed psychological. 


Don’t believe the fading depression’s doleful “I haven’t 
any money.” Believe instead that your man is able to buy 
a reasonable policy, and sell it to him. Better service for 
him and his, larger income for you, and for the companies 
a lower per capita acquisition cost. 


Prospering underwriters,—but who still must hunt and 
dig,—have left the depression far behind. 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 


Philadelphia 




















Management Association’s 
Investment Program Given 


NEW YORK MEET APRIL 22-23 
To Hold Sessions During Same Days— 
Those Interested in Claims and 
Surrenders Hold Forth 





Announcement is made this week of 
the program for the second section of 
the eastern special conference of the 
Life Office Management Association in 
New York, April 22-23. The general 
topic for this ‘section is: “Home office 
investment (mortgage loans) and prop- 
erty routine.” This section will meet 
simultaneously with the section that 
will consider the general subject: 
“Home office and agency functions in 
the handling of claims and surrenders.” 

The general chairman of the invest- 
ment section will be G. A. Hardwick, 
Penn Mutual. 

The mid-western conference will be 
held in Kansas City, May 20-22. The 
subject for one section will be: “New 
business and home office underwriting 
activities of small and medium sized 
companies.” The subject for the other 
section will be: “Collection and con- 
servation efforts and the maintaining 
of records incidental to handling rein- 
statements, paying commissions on re- 
instated business, etc.” 

_ The annual conference is to be held 
in Cincinnati, Sept. 30-Oct. 2. This 
will be followed on Oct. 3 by the educa- 
tional directors’ seminar. 

_ The program for the investment sec- 
tion in New York is as follows: 


Monday Morning, April 22 


The Future of Mortgage Loans as a 
Field of Investments for Financial Insti- 
tutions,” O. C. Lester, vice-president, 
Bowery Savings Bank. 

“Control Statements, Reports, Charts, 
Etc., for Mortgage Loan and Property 
Operations,” S. W. Toole, Prudential. 

“Some Practical Uses of Tabulating 
Equipment in Life Investment Account- 
ing and Statistical Work,” R. O. Fowler, 
Connecticut General. 


Monday Afternoon 


“Organizing and Control of Large In- 
come-Producing Properties,” E. C. Wight- 
man, Lincoln National. 

“Home Office and Field Contro] of 
Farm Properties,’ R. W. Leib, Franklin 
Life. 

Tuesday Morning 


“Company-Operated Farm Properties,” 
S. F. Westbrook, Aetna Life. 

“Control of Insurance on Properties 
Owned and on Mortgage Loans,” F. lL. 
Rowland, executive secretary Life Office 
Management Association. 

“Procedure for the Control of Taxes 
and Equitable Appraisals of Company- 
Owned Properties,” chairman, S. E. Barry, 
Northwestern Mutual. 

Tuesday Afternoon 

“Organizing for the Sale of Real Es- 
tate,” R. G. Smith, Connecticut General. 

“A System for the Control of City 
Property Income and Expenses,” C. E. 
Mather, Stagg, Mather & Hough. 

“Collection and Control of Past Due 
Interest and Principal on Mortgage 
Loans,” chairman, C. C. Stayman, West- 
ern & Southern. 


Prudential Develops Plan 
for Home, Business Loans 


A real estate mortgage plan based on 
a 20 year fixed monthly payment loan, 
eliminating renewal charges, with privi- 
lege of making additional payments of 
principal at any time and with no mort- 
gage insurance or service charges, has 
been developed by the Prudential. The 
loans are limited to one-family residences 
not more than ten years old and to well 
located business properties. The plan is 
of national significance especially be- 
cause of the government’s effort to 
finance home and business property 
owners in order to build up buying 
power. 
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Distinguished Surgeons on 
Medical Section Program 





Discussion of the highly important 
subjects of tuberculosis and brain sur- 
gery by two distinguished surgeons will 
feature the annual meeting of the Med- 
ical Section of the American Life Con- 
vention in Excelsior Springs, Mo., April 
25-27. The guest speakers are Dr. Jay 
Arthur Myers of Minneapolis, professor 
of preventive medicine and public health 
of the University of Minnesota, and Dr. 
Frank R. Teachenor of Kansas City, an 
authority on brain surgery. 





Dr. Joe E. Daniel, medical director 
Great Southern Life, Houston, Texas, 
chairman of the Medical Section, will 
preside at the meeting, assisted by Dr. 
D. F. Byrd, secretary of the section and 
associate medical director National Life 
& Accident, and Dr. S. J. Streight, med- 
ical director (Canada Life, Toronto, vice- 
chairman, 


Yetka Names Deputy 

ST. PAUL, March 28.—On taking of- 
fice, Frank Yetka, new Minnesota com- 
missioner, named Dewey Johnson of 
Minneapolis deputy commissioner to 
succeed C. P. Diepenbrock. He is a 
former state representative. 

















life insurance in America. 


to countless homes. 











Gove does a new principle of great social importance 
burst dazzlingly upon the world. 

{| Rather, it starts as a faint light wavering in the wind. 
{| That first candle, lighted by Judge Willard Phillips, 
founder of the New England Mutual, in Boston one hun- 
dred years ago, caused little comment at the time. But 
its flame brightened as it was communicated to others. 
With the passing of years it has become a beacon of 
security making one of the happiest points in social 
progress ... the establishment of the principle of mutual 


{This year New England Mutual celebrates its one 
hundredth charter anniversary—the birthday of Amer- 
ica’s first mutual life insurance charter—granted by 
Massachusetts in 1835. An event of marked importance 
in the history of American progress. 

{| Always through those hundred years, despite every 
social, political, and economic vicissitude through which 
America has passed, New England Mutual has grown in 
size and strength. It is impossible to picture the burdens 
of sorrow it has lightened—the comfort it has brought 


{| Of the future, only this need be said: New England 
Mutual today provides a means of insuring your future 
that is as safe as any human institution can be. 

| New England Mutual is synonymous with safety. 


NEW ENGLAND MUTUAL 
Life Insurance Company of BOSTON 


GeEorGE WILLARD SMITH, President 


(CHARTERED 1835) 











Life Women of Chicago in 
First Short Sales Congress 


—_- 


NEW ASSOCIATION DIVISION 





Great Interest Created by Gathering 
Addressed by Four Leading 
Feminine Producers 





Chicago life insurance women held 
the first short sales congress of their 
new division of the Chicago Associa- 
tion of Life Underwriters this week, 
there being four women speakers. Sara 
Frances Jones of the Equitable, chair- 
man of the division, presided. T. F. 
Lawrence, manager Reliance Life and 
president Chicago association, and 
Walt Tower, managing director of the 
association, attended and spoke briefly. 
There was an attendance of about 150 
women agents who were enthusiastic 
over their new organization. It was 
announced that Sophia Bliven of the 
Penn Mutual in Philadelphia will ad- 
dress the annual sales congress of the 
Chicago association April 18. 


Woman Leaders Speak 


Miss Agnes Schuette, C. L. U., New 
York Life, who made the company’s 
$400,000 club in her first year and for- 
merly was in the investment business, 
spoke on the technique of closing busi- 
ness this year. She said it is a neces- 
sity for the individual to investigate the 
security behind his investment in these 
times. Service to policyholders and the 
public is highly important and must be 
based on much new information in view 
of changed conditions. 

Miss Blanche Gatzert, Mutual Bene- 
fit, who took over her father’s life in- 
surance business many years ago when 
he died and has operated it with great 
success, told how to answer the pros- 
pect who says he prefers to buy gov- 
ernment bonds rather than life insur- 
ance. One typical case, she said, is 
the person with a small estate but a 
good earning capacity who has bud- 
geted his income for the purpose of ac- 
cumulating systematically a certain 
amount of government bonds which 
will provide him the desired income at 
a retirement age. The answer, she said, 
is that the idea is perfect if enough time 
is granted the purchaser of bonds to 
complete his program, but it is safer 
to underwrite such a plan. Life insur- 
ance will perform the job better, she 
said, and the insurance premium 
probably will be much less than the 
amount budgeted for bonds. 

Agnes M. Bruder of the Equitable of 
New York, who wrote Paul Ash in 
1926 for $750,000 life insurance and has 
written many professional artists, told 
how she quadrupled her business in 
1934 over the previous year. She em- 
ployed the prospecting plan of Louis 
Behr of the Equitable in Chicago which 
has been published by the “Diamond 
Life Bulletins.” She decided she must 
place a high value on her time and not 
permit anything to arise that would 
waste it. 

She has a definite working system. 
She suggested watching the first divi- 
dend paid to all policyholders as in al- 
most all cases, she said, they can be 
sold the idea to use this money to buy 
paid up additions. Service calls can be 
made to bear fruit by developing leads 
and sales on relatives and friends of the 


policyholder. 
Della Kropp of the Rogers Somers 
agency, Continental Assurance, hi- 


cago, who led her company in 1934 and 
was president of the President’s Club 
for two consecutive years, urged that 
the value of small policyholders not be 
overlooked and that they be given the 
same amount of service as the larger 
policyholders. She says she is alert to 
make business and other contacts, such 
as church, club, golf, etc, of a type 
she knows will be useful to her. She 
uses the endless chain prospecting 
method. 


Nine More Companies Heal 
Signed Replacement Pay 





NOW ARE 9% IN THE GROy 


Vice-president Jones of the Equitahi, 
Tells of the Progress Made 


in the Plan 








NEW YORK, March 28.—Nine ad. 
tional life companies have signed th 
inter-company agreement on_ replace. 
ment of business, bringing the total ¢ 
signatory companies to 97, Vice-presj. 
dent Frank L, Jones of the Equitahk 
Life of New York, chairman of the Lif 
Agency Officers Association committe 
on replacement, has announced. The 
additional companies are the Colony! 
Life of New Jersey, Great Western of 
Des Moines, Liberty National Life o 
Birmingham, Manufacturers Life 
Toronto, Midland Mutual Life of Wash. 
ngton, United Mutual Life of Indiana. 
olis and Washington National of Chi. 
cago. The Colonial, Liberty National 
Manufacturers, Midland Mutual, Puri. 
tan and Washington National als 
signed the amended paragraph 3 of the 
agrement, dealing with the exchanging 
of the names of agents in replaced cases, 
bringing the total number of signatories 
to this provision to 81. 








Chicago were present, including sey. 
eral from Milwaukee and Rockford, 
Mrs. Lillian L. Herring, secretary of 
the Illinois Insurance Federation, also 
attended. Miss Joy Luidens, secretary 
to Mr. Tower was credited with much 
of the work in launching the division 
and planning for the congress. 


Opens Boonville Office 
John M. Darling has been appointed 
general agent for the Northwestern Na- 
tional Life at Boonville, Mo. He will 
have 10 surrounding counties. He has 
been in the life business as a producer 
and general agent. 


Not Discontinuing Coverage 

The Continental Casualty has not re 
tired from the field of payroll deduction 
group disability business, as might have 
been inferred from a news item, but 1s 
merely curtailing the sale of this cover: 
age in certain sections where it is not 
active in other casualty lines. 


Carlin Conducts Schools 

G. T. Carlin, educational director Cen- 
tral Life of Iowa, conducted schools in 
fundamental training for new agents in 
Appleton, Wis., for General Agent M. 
G. Fox and in Chicago for Manager C. 
H. Burnett. He also assisted General 
Agent T. W. Melham in Milwaukee and 
General Agent J. L. Carey in Joliet, Il- 
—— during his sojourn from the home 
office. 


Funeral services were held in New- 
ark Tuesday for S. A. Gallier, 59, assist- 
ant general solicitor of the Prudential. 
He entered the employ of the company 
37 years as a clerk in the policy de 
partment and while there studied law. 








A GIFT 


an Executive 
will Cherish 


An inlaid Desk Ther- 
mometer in attractive 





inch 
standard to prevent toppling over. Temperature 
itself across an are in pl: view from swivel — 


ty rare accessory. Provides 
smartly for your imprint without offense. Individ- 
ually boxed. Sent executives on 10-day approval of 
for $1 postpaid. Special price for 100 and 500. 


The POHLSON Galleries 














A number of women from outside 





———, 











Gift Makers . . . Pawtucket, R. 1 ; 






















ag apie patie et Ken eae BAS 






sultant 
Chicag 
Mr. 
ency ¢ 
ment 
port it 
in cas 
hereto 
notice 
port ¢ 
on m 
deed ¢ 
missio 
has w 
law n 
rules — 
the va 





















Ch 29, 199 





: Haye 
ent Pag 


t GRO 
- Equitany 
Made 


Nine add. 
signed the 
n replace. 
1e total oj 
Vice-pres. 
Equitable 
»f the Life 
cOmmitte 
ced. The 
: Colonial 
estern of 
I Life of 
Ife of 
of Wash. 
Indianap. 
l of Chi. 
National, 
lal, Puri. 
mal also 
3 of the 
changing 
ed cases, 
gnatories 


——- 
—$<$<$<— 


ing sey: 
-ockford, 
etary of 
On, also 
secretary 
th much 
division 


e 

pointed 
ern Na- 
He will 
He has 
roducer 


age 
not Te 
duction 
ht have 
but is 


is not 


ia titke Sete ae 
















March 29, 1935 














LIFE INSURANCE EDITION 








Urges Taking United Action 
on Income Tax Problems 
REGULATIONS MUCH STRICTER 
Chambreau Explains Revenue Depart- 
ment Attitude at Chicago Ac- 
tuarial Club Meeting 





Concerted action should be taken by 
life companies to straighten out in con- 
ferences with the Commissioner of In- 
ternal Revenue at Washington, dis- 
uted points in the regulations and in- 
terpretations under the 1934 income 
tax law regarding returns by com- 
panies, W. W. Chambreau, of Cameron 
& Chambreau, Chicago actuarial con- 
sultants, declared in a talk before the 
Chicago Actuarial Club this week. 

Mr. Chambreau noted a decided tend- 
ency of the Internal Revenue Depart- 


i ment to require the companies to re- 


port income items not actually received 
in cash and to reduce the deductions 
heretofore applicable. This is especially 
noticeable in the requirement for re- 
port of interest past due and accrued 
on mortgaged property acquired by 
deed or through foreclosure. The com- 
missioner, who, Mr. Chambreau said, 
has undertaken to interpret the 1934 
law more specifically in many details, 
rules that in the absence of proof as to 
the value of such land the interest must 
be included in the return for tax pur- 


poses. In many cases this interest 
never will be received by the com- 
panies. 


Need Home Office Observer 


Mr. Chambreau recommended that 
each company assign someone who is 
familiar with the tax matters to watch 
transactions day by day and ear-mark 
every item as it may affect tax liabil- 
ity. The Revenue Department is per- 
sistent in its disposition still further to 
limit the deductions from gross income 
which are permissible in making a re- 
turn, Mr. Chambreau said. 

The commissioner, he stated, among 
other changes has undertaken to inter- 
pret more clearly regarding the types 
of reserves to be included in calculating 
reserve deductions. An important rul- 
ing regarding deductions upon which 
the commissioner is insistent relates to 
supplementary contracts (death claims 
paid in installments). These now must 
be treated as liabilities and not reserves, 
whereas actuaries are of the opinion 
that Congress intended these to be in- 
cluded in reserves, since they require in- 
terest improvement in order for the 
companies to carry out these contracts 
in full. They involve an interest as- 
sumption the same as on reserves for 
annuities purchased directly by annu- 
itants, 

Discuss Annuity Return 


Mr. Chambreau also discussed the 
new return required of companies in re- 
gard to payments made under annuities, 
a special form being required for this 
purpose, so the government may know 
when the purchase price or considera- 
tion has been returned to the annuitant 
by means of periodical annuity  pay- 
ments. Under the income tax law the 
annuitant thereafter must report such 
annuity payments in full under gross 
income. 

Another important item now re- 
quired to be reported in the company 
blank (Form 1120-L) is salary over 
$15,000 paid to any officer or employe 
of a life company. Heretofore, the com- 
panies have reported salaries in their 
annual statements to insurance depart- 
ments but were not required to report 
these items to any government depart- 
ment, 

_ Mr. Chambreau made the point that 
in the past the companies have been re- 
quired to report for tax purposes on a 
cash receipts and disbursements basis. 
The demand for inclusion of interest 
due and accrued on property mortgages 











LEGISLATIVE 
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New York—Both houses of the legis- 
lature have passed the bill providing 
for the conversion into mutual life com- 
panies of cooperative and assessment 
organizations, * * * The senate has 
passed insurance department bill estab- 
lishing a revolving fund covering ex- 
penses of temporary examiners and ac- 
countants in examining companies. * * * 
The assembly has passed the bill re- 
garding the forfeiture of life policies, 
striking out the provision that the affi- 
davit of the officer or agent of the cor- 
poration that notice required by the sec- 
tion had been mailed shall be evidence 
that such notice was given. * * * The 
assembly has passed the bill prohibit- 
ing the use of the corporate title of the 
words annuity, annuities, underwriter, 
underwriters and underwriting. * * * 
The assembly has passed the bill pro- 
hibiting reinsurance contracts exceed- 
ing more than 50 percent of the out- 
standing risks, * * * The assembly has 
passed the measure prohibiting misrep- 
resentation by misleading and incom- 
plete comparisons of insurance policies. 

Indiana—Governor P. V. McNutt has 
signed a bill known as the Indiana gen- 
eral not-for-profit corporation act which 
is designed to slow up the activity of 
“shyster” insurance groups set up as 
nonprofit corporations, a multitude of 
which have sprung up like magic in the 
state during the last two years. Mis- 
representation of incorporation papers 
or regulations imposed, provides a fine 
up to $500 and imprisonment for six 
months, 

New Jersey.—A number of life insur- 
ance measures have been passed by both 
houses and are before the governor for 
action. One prohibits further admission 
to the state of assessment life compa- 
nies. Another provides that group in- 
surance would remain in force 31 days 
after the employe terminates employ- 
ment. Capital requirements for conver- 
sion of a mutual into a stock company 
are stipulated. Another bill clarifies the 
act regarding applicability of standard 
provisions for life policies to contracts 
containing accident benefits. Another 
measure increases capital requirements 
for domestic companies and strengthens 
requirements for admission of foreign 
companies. A deposit of mortgage 
bonds by companies with the insurance 
department as security for policyholders 
is prohibited under one of the measurés. 

Fight on lawyers monopoly measure 
which passed the assembly and has had 
two readings in the senate. It is ex- 
pected to come up for final action on 
April 1. The measure prohibits any legal 
counsel or aid and is harsh in its provi- 
sions. 

Ohio—Senate has passed bill allowing 
beneficiary of fraternal policy to name 
a bank as trustee. * * * Senate passes 
two bills liberalizing the investments of 
companies. * * * Senate passes bill 
which makes the licenses of all com- 
panies and agents expire on June 30. 
* * * House committee indefinitely 
postpones action on bills which would 
regulate group and industrial insurance, 
define permanent total disability, and 
penalizing insurance companies _ for 
“vexatious delays.” 

Georgia—Insurance code bill intro- 
duced. 

Arkansas—Governor signs bill au- 
thorizing state officials to insure state 
employes for $1,000 on the group in- 
surance plan. 











is a departure causing company offi- 
cials some concern, he said. 

L. A. Glover, consulting actuary of 
Chicago, was chairman pro tem in the 
absence of R. I. Booth, Ttavelers, presi- 
dent, and R. M. Brown, Continental 
Assurance, vice-president. 
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Plate No. 6, “Indiana Home,” from “ABRA- 
HAM LINCOLN — BIOGRAPHY _ IN 
WOODCUTS.” Reproduced by permission 
of Charles Turzak, Chicago. 


RESOLUTION 


= to drudgery and irksome toil, the youth- 
ful Lincoln plied his humble tasks and disciplined 
himself to carry on the work of frontier settlements. 


Beneath the yoke of antiquated methods some 
men still carry the heavy load demanded by modern 
civilization. Lincoln once advised a general, “I give 
you all I can and act on the presumption that you 
will do the best you can with what you have.” The 
“best you can” is the measuring rod of every man’s 
effort. 


The Lincoln National Life 


Insurance Company 
FORT WAYNE, INDIANA 











ITS NAME INDICATES ITS CHARACTER 
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Ray Murphy Is Confirmed 


as Commissioner in Iowa 





SUCCEEDS E. W. CLARK JULY 1 





Is Attorney and Prominent in American 
Legion—Heltzen Stays in 
Rhode Island 





DES MOINES, March 28.—The 
Iowa senate has confirmed the appoint- 
ment of Ray Murphy of Ida Grove as 
insurance commissioner of Iowa for a 
four-year term beginning July 1. He 
succeeds E. W. Clark. Mr. Murphy is 
now chairman of the Iowa state board 
of assessment and review. He is an 
attorney and long has been prominent 
in American Legion activities. At the 
national convention of the Legion in 
Miami he was mentioned for com- 
mander but withdrew his name on the 
eve of the election. 

He is a native of Iowa, 47 years old. 
He graduated from the University of 
Iowa law school and served as Ida 
county attorney four years. He has 
served as captain in the Iowa National 
Guard, the Mexican expedition and in 





the regular army in the world war, and 
as division judge advocate. 


HELTZEN TO REMAIN 
PROVIDENCE, R. I., March 28.— 


O. L. Heltzen, who has been insurance 
commissioner of Rhode Island, will re- 
tain his position as insurance super- 
visor of the state, notwithstanding re- 
organization of the administrative de- 
partments and a change in title. The 
insurance department now becomes a 
part of the division of banking and in- 
surance under the department of taxa- 
tion and regulations and Mr. Heltzen is 
given the title of deputy chief of the 
division of insurance with the same 
duties and supervisory authority as for- 
merly. 


Moves to Rock Island 


The principal office of the Illinois 
Standard Mutual Life Association and 
Insurance Systems, Inc., have been re- 
moved from Clinton, Ia., to Rock Island, 
Ill., in the Fort Armstrong hotel build- 
ing. Insurance Systems, Inc., is a man- 
agement company, specializing in the 
fraternal field. It has a contract for the 
management of the Illinois Standard 
Mutual Life, which has its home office 
in Perry, Ill. The concern engages in 
conservation and field work for several 
fraternals and old line companies. 








emergencies. 
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INSURANCE 
HOME OFFICE 
MONTPELIER 


young couple well insured. 


{t's a long lane that has no turning. 
— Life insurance meets those unexpected 


The President’s letter to policyholders 
and detailed statement, including a list 
of National Life investments, will be 
gladly sent on request. 
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February Sales Gain Is 
Best on Pacific Coast 








The Pacific States, comprising Wash- 
ington, Oregon and California, showed 
a larger gain in ordinary sales dur- 
ing February than any other part of the 
country, according to the Sales Re- 
search Bureau’s monthly analysis. For 
the country as a whole, February busi- 
ness was 13 percent ahead, making a 25 
percent gain for the first two months. 
Business for the year ending March 1 
was 14 percent better. February sales 


gains by geographical divisions and 
cities follow: 

% 
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Test Case on Mutual Benefits 


The district attorney at Green Bay, 
Wis., has ordered the arrest of C. R. 
Zimney, a solicitor for the National 
Mutual of Jacksonville, Fla, on a 
charge of selling insurance in a com- 
pany not licensed in Wisconsin. It is 
to be a test case. Zimney pleaded not 
guilty, claiming he is selling member- 
ships in a mutual benefit association 
and not life insurance. 


Northern Pacific Plans Trip 


for Commissioners’ Meeting 





Now that the dates have been set {, 
the 1935 annual meeting of the Nation 
Convention of Insurance Commissioner; 
a number of the state officials and cam 
followers are planning to pass their ya. 
cations in the Pacific northwest this 
summer. A good many have already 
started to consult time tables and itip. 
eraries. 

The Northern Pacific railway ha 
worked out a most pleasant trip for the 
conventioneers. The plan is to operate 
special cars on the new North Coay 
Limited of the Northern Pacific, which 
will be completely air conditioned by the 
time of the commissioners’ convention, 
If sufficient business warrants, a sep: 
arate section will be operated, Chicago 
to the Pacific northwest. 

Those who are not able to join the 
west bound party and take the sight see. 
ing tour to Grand Canyon, may join the 
east bound party, leaving Seattle the 
evening of July 11. This party will be 
taken on a more extensive vacation toy 
of three and a half days in Yellowstone 
with one night at Old Faithful Inn and 
two nights at Grand Canyon hotel. 

The following are the schedules for 
both west bound and east bound trips: 


West Bound Trip 
Lv. Chicago (Un. Sta.)..10:30 p. m. July} 
Lv. Minneapolis 9:10 a. m. July6 
(On Yellowstone Comet—no change of 
cars.) 
BP COU OUBOP 5 9,5: +<.01¢ 60:8 11:00 a. m. July? 
Sightseeing tour to Grand Canyon via 
Norris Basin and return. Special Yel- 
lowstone trip, $13, including luncheon. 
Lv. Gardiner 6:15 p.m. July? 
Ar. Seattle 8:30 a. m. July $9 


East Bound Trip 


DV, BOAO 65.00 054 664s 8:30 p. m. July ll 
Af; GOPGIMe? 6 .ocscsc04 11:00 a. m. July 13 
A vacation tour of 3% days in Yellow- 
stone with one night at Old Faithful Inn 
and two nights at Grand Canyon Hotel. 
Complete cost of Yellowstone trip, $45. 
Lv. Yellowstone by way of the famous 


re 





Cody road. 

PR 3 EEE SR ea 7:45 p. m. July 16 
Ar. Minneapolis ....... 10:10 p. m. July 117 
Ad CHICHEO oss. vines ed's 8:50 a.m. July 18 








Stepping Stones to Sales Success 


The man who enters the field of life underwriting can succeed 
much more readily if his course is intelligently charted and his efforts 
wisely directed. To that end we offer the new man the following 


program: 


1. Training that will enable him to get into production early in his 


career. 


2. Supervision in the field under competent direction that will fix 
proper sales habits from the start. 


3. A prospecting technique that will give him enough of the right 


kind of people to see. 


4. Organized sales presentations that will sell life insurance. 


5. Daily Planning Charts and Time Control that automatically reduce 


“scatteration of effort." 


We have unusual opportunities right now for new men who are qualified to 


carry out this kind of a program. 


If you. contemplate entering the field of life 


underwriting, we invite you to write us for particulars. 


Address your inquiry to 





Home Office: Portland, Oregon 





“Pioneer Mutual Life Insurance 
Company West of the Rockies" 
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New Plan Proposed for 
Handling the Detroit Life 


ACTUARIAL GROUP APPROVES 





New Mutual Company Would Assume 
Business—Benefits Would Be 
Reduced 15 Percent 





DETROIT, March 28.—Another 
Jan is being considered this week for 
adjusting the setup of the Detroit Life. 
This is only one of a number of plans 
and proposals that have been submitted 
but the group of actuaries that has been 
studying the problem voices the opinion 
that this latest plan is the most meritori- 
ous. conference was to have been 
held in Lansing Wednesday with state 
oficials, including the governor. 

This most recent plan provides for the 
creating of a new mutual company with 
a name similar to that of the Detroit 
Lifee The new company would assume 
the business of the Detroit Life, after 
that company had been placed in re- 
ceivership. All benefits, death, cash, dis- 
ability, etc., would be reduced 15 per- 
cent. The policyholders, however, would 
continue to pay the present premiums, 
which on the basis of the reduced 
amount of insurance would amount to 
an increase of about 18 percent in pre- 
miums. 

A certain portion of the funds of the 
Detroit Life would be contributed to cre- 
ate a surplus for the new mutual com- 
pany. There would be a moratorium on 
cash withdrawals and loans for five 
years. 

All loans would be continued in full 
force. 

The Reconstruction Finance Corpora- 
tion owns most of the stock of the De- 
troit Life and the Detroit Life owes the 
R. F. C. about $700,000, which is col- 
lateralized. 

The committee of actuaries states they 





are satisfied this plan is far superior to 
any other that has been proposed, but 
if it is for some reason found unfeasible, 
the next best arrangement would be to 
have the insurance department operate 
the company under a custodianship. This 
would be something new in the way of 
handling a distressed company. Under 
the plan, liens would be placed against 
the reserves as in a reinsurance follow- 
ing receivership but the company would 
be operated by the state instead of by 
an insurance company. 4 

The premum income of the Detroit 
Life amounts to about $1,000,000. 

The actuaries who have been ponder- 
ing the problem and have endorsed this 
latest plan are J. E. Reault, actuary and 
chief examiner of the Michigan depart- 
ment; Walter O’Connell, assistant actu- 
ary, W. O. Menge of the University of 
Michigan, who is a consulting actuary, 
_ L. Schleh, actuary of the Detroit 

ire. 

In addition to these plans for reor- 
ganzation, it is understood that four or 
five proposals for reinsurance, with lien, 
have been submitted to the department. 


Great Centenary 
Fete Next Week 


(CONTINUED FROM PAGE 1) 


There will be present the chief execu- 
tives of many leading life insurance 
companies. 

Directors of New England Mutual 
who will be present at the dinner include 
Gordon Abbott, C. B. Barnes, R. D. 
Brewer, V. M. Cutter, James Dean, W. 
A. Dupee, Allan Forbes, Reginald Fos- 
ter, Philip Stockton and President 
Smith, who will act as toastmaster. 

Tuesday morning’s session will be fea- 
tured by addresses by Henry I. Harri- 
man, president United States Chamber 
of Commerce; Prof. E. A. Schell, Mas- 
sachusetts Institute of Technology; W. 
A. Gilman, vice-president N. W. Ayer 
& Son; J. A. Barbey, vice-president 
New England Mutual, and G. S. Hast- 








ings, superintendent of agencies. The 
functions of the home office of New 
England Mutual will be dramatized. 
Various group meetings will take 
place Tuesday afternoon. Leaders in- 
clude H. P. Cooley, Boston, “Supervis- 
or’s Problems”; J. H. Atwood, Boston, 
“Business Insurance”; C. A. Hinkley, 
Buffalo, “Selling Life Insurance to Men 


of Wealth’; H. A. Huskey, Chicago, 
“Estate Planning’; Will F. Noble, 
Omaha, “Simplified Selling’; H. A. 


Schmidt, New York, “Agency Trends.” 

Vice-president Hunt will preside at 
the Wednesday morning session, at 
which Dean W. B. Donham of Harvard 
School of Business Administration will 
speak on “National Interpretations.” 
Other speakers include J. M. Holcombe, 
Jr., Sales Research Bureau, on “Our 
Market;” C. P. Dawson, supervisor from 
’ Horace 


of Honolulu, on “Building Quantity Vol- 
ume;” . A. Culver, Philadelphia, 
“Maintained Momentum.” Mr. Brain- 
ard heads a group of six delegates from 
Hawaii, where the business of the com- 
pany has doubled in two years. 

The pageant officially closes the con- 
vention, but many of the visiting agents 
will remain Thursday and Friday to at- 
tend a seminar setting forth the most 
modern services rendered by life in- 
surance to the public. 

As previously announced dinner speak- 
ers will include: Owen D. Young, presi- 
dent General Electric Company, and F. 
H. Ecker, president Metropolitan Life. 


Waited for Recovery 


Because of the depression in 1835, 
Judge Phillips had to wait until recov- 
ery was in sight to complete the gather- 
ing of the $50,000 cash fund required 
by the charter before the company could 
do business. Most of his contributors 
looked upon the enterprise as a philan- 
thropic undertaking. 

While waiting for improvement of 





Riehle Says Many Companies 
Backing Part-Time Program 





(CONTINUED FROM PAGE 1) 


Agency Officers Association’s proposed 
agreement for improving agency prac- 
tices probably will be announced next 
month following a meeting of the asso- 
ciation’s agency practices committee 
which is tentatively scheduled for April 
23, according to Vice-president F. H. 
Davis, Penn Mutual Life, chairman of 
the committee. An earlier plan to re- 
lease the list this week was superseded 
by a decision to. wait until another meet- 
ing of the committee had been held. 








business, Judge Phillips studied the plan 
of operation. His first published de- 
scription of thec ompany to its agents 
in 1844 compared it to a savings bank. 
This description started, what was then 
a new principle in life insurance, that 
anyone who had to suspend premium 
payments, would receive a fair equity. 
The company’s office was opened in 
1843. Actual operations began in 1844. 
In that year the company was receiving 
applications from New England and 
from South Carolina, Georgia and Ala- 
bama. Charleston, Savannah and Mo- 
bile were on the regular routes of the 
packet ships from Boston. It took three 
weeks for an application to travel from 
one of these southern cities to Boston. 
The three weeks return trip plus the 
time between Boston arrival and de- 
parture meant that the agent would 
probaly receive his policy in one of these 
southern cities about seven weeks after 
he sent in the application. The agent 
then got a commission of five percent, 
paid once. The company depended en- 
tirely on the agent for its underwriting 
in the field. There was no medical ex- 
amination. 

The first rate book quoted the rates 
per $100. At age 35 the rate was $2.66 
per hundred on the whole life plan. The 

(CONTINUED ON PAGE 14) 














Pont duGard, near Nimes, France. Built circa 18 A. D. 


LIFE INSURANCE COMPANY OF PHILADELPHIA 














BUTE... 
FOR THE AGES 


Buitt almost two thousand years ago, this Roman 
aqueduct still stands, beautiful in its strength, a sym- 
bol of far-seeing plans and skilled execution. 


Clear-headed planning, durable materials, perfect con- 
struction... you can't build lastingly without them 
whether you are building aqueducts, institutions or 
incomes. 


The Girard builds soundly and permanently for the 
future of its policyholders and its agents. 


-GIRARD - 


Opposite Independence Hall 
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AMERICAN 
CENTRAL 
LIFE 


INSURANCE 
COMPANY 


ESTABLISHED 1899 


INDIANAPOLIS, INDIANA 


An exclusive type of high-renewal, life-income 
building agency contracts and exceptional oppor- 
tunities for both producers and organizers are 
available today in Illinois, Indiana, Michigan, Ohio, 
Missouri, Kansas, Oklahoma and Texas. 








A Splendid Tribute 


URING 1934 this Company produced 
$25,231,544 new paid business, exclusive 


of annuities,—a splendid tribute to a splendid 
field staff. 


Assets and contingency reserves and surplus 
showed an increase over the official state- 
ment of April 30. Liquidity is emphasized 
in cash and certificates of deposit at interest 
in excess of $2,200,000 and U. S. Government 
Bonds of $2,636,339 book value. 


Admitted Assets $41,660,000 
Insurance in force $210,000,000 


CALIFORNIA -WESTERN STATES LIFE 
INSURANCE COMPANY 


HOME OFFICE SACRAMENTO 





Missouri Insurance Code 





(CONTINUED FROM PAGE 3) 


ence to them in the code, but defeat of 
the code itself. 

When it was learned the bill pro- 
posed to eliminate all recognition in 
Missouri statutes of the fraternals and 
transform the societies into old line 
companies, legislators began receiving a 
flood of petitions, resolutions, letters, 
| etc. from the approximately 3,000 
lodges. 

While the senate committee respected 
the pleas of the societies, it was clearly 
the arguments of societies which con- 
vinced legislators of the injustice of ex- 
tinction of societies as well as led them 
to feel that perhaps the bill was too 
stringent in several other respects. 
Legislators also were opposed to hurry- 
ing through a 60,000-word document 
which represented the entire rewriting 
of the insurance laws. 


Final Shot Fired 


One of the final shots fired by fra- 
ternals, in answer to Superintendent 
O’Malley’s imputation that societies 
were in trouble and disrepute, were not 
paying claims, etc., was a document 
setting out, bill by bill, the specific ex- 
emptions approximately 20 states this 
year have granted fraternals in 26 to 
30 bills. This, the societies said, was 
evidence of the value placed upon fra- 
ternals and their social welfare activi- 
ties by the states. 

In Arkansas, where a recodification 
of the insurance laws was proposed, 
the legislature first eliminated societies 
from the tax provision and later de- 
feated the entire measure. In Georgia 
a recodification in which fraternals were 
included has been defeated. 
Mr. O’Malley said he objected to the 
open contract by which members them- 
selves make their own rates although 
in 1919 Missouri and all other states 
passed laws requiring new societies to 
collect what amounts to legal reserve 
rates. The fraternal code provides that 
societies must collect enough to meet 
all mortality requirements. 


Expects Credit Inflation, 
Not Uncontrollable Type 





(CONTINUED FROM PAGE 2) 


the German type will result from the 
excess of expenditure, should consider 
the dislocation of 1917-1919. Nobody 
talked inflation then. It is true that in 
1929 we had a national income of $83,- 
000,000,000 which in 1932 had shrunk to 
$39,000,000,000, so that we have a larger 
debt to service on a diminished income. 
Possibly our income will improve mate- 
rially over the bad year of 1932. It is 
a tough job to service 30 billions of fed- 
eral and 20 more of municipal debts out 
of an income of 40 plus, but there is 
nothing in the picture to justify an ex- 
pectation of printing press money of the 
German type.” 


Life Policyholders Profit 
with Cheap Premium Dollar 


Mr. Evans pointed out that conditions 
were reversed in the last decade. Per- 
sons who bought life insurance with 
cheap dollars in 1920 were being paid by 
the insurance companies in 1933 with 
high priced dollars. In addition to the 
ordinary insurance benefits, the policy- 
holders and their beneficiaries enjoyed a 
large special profit from an increase in 
purchasing power of the dollar. The 
insurance companies did not complain 
about this. They are accustomed to the 
fact that their contractual obligations 
may be payable in dollars of different 
purchasing power than those with which 
the premiums were paid. Such price 
fluctuations always have existed and al- 
ways will, Mr. Evans said, until some 
method is found to stabilize prices. The 
perfect method of pegging prices will 
make life more secure for those who live 
on fixed incomes but will place a strict 





Now Appears Dead Issue 








Joins Agency Department 
of Yeomen Mutual Lif. 


—,! 


T. H. Young, former superintenden, 
of agents of the Peoria Life, who ha 
just become as. 
sistant superip. 
tendent of 
agents of the 
Yeomen Mutual 
Life, came 
this country 
from England 
as a youth, 
Starting as , 
clerk in the 
bookkeeping de. 
partment of the 
Peoria Life, he 
advanced ty 
head of the new 
business depart. 
ment, then to 
manager of the 
renewal divi. 
sion, which he directed for eight years, 
In October, 1928, he was promoted to 
agency superintendent for the Peoria 
Life. He made a remarkable record as 
a personal producer, working outside of 
office hours. He qualified every year 
in the $100,000 Club, and several times 
in the $200,000 Club and once in the 
Quarter Million. 








T. H. YOUNG 








success in business is measured by their 
skill in buying cheap and selling dear. 

The social necessity of life insurance, 
its safety as the custodian of savings, its 
usefulness as a protection against con- 
sequences of domestic catastrophe, social 
disturbance and economic depression, 
have been graphically demonstrated to 
the people since 1929, Mr. Evans said. 
It is due to this that all strong life com- 
panies are being thoroughly bombarded 
with “homeless money,” seeking a safe 
haven until economic conditions become 
more settled. The life companies have 
been forced to place drastic limitations 
on the amounts they will accept and 
these limitations will be continued until 
the circulation of credit money through 
business activity opens the way for safe 
and profitable investment. Mr. Evans 
said there are indications that this re 
newal of use of credit is taking place. 


Big Dinner in St. Paul for 
Yetka and Brown April 8 


ST. PAUL, March 28.—One of the 
largest gatherings of insurance men 
ever held in Minnesota is expected here 
the evening of April 8 when a testi- 
monial. dinner will be given Frank 
Yetka, newly installed insurance com- 
missioner, and his predecessor, Garfield 
W. Brown. 

Governor Olson and the living former 
commissioners of the state have been 
invited. Arrangements have been 
made to accommodate 400. Secretary 
Clyde Helm of the Insurance Federa- 
tion of Minnesota, which is sponsoring 
the dinner, this week sent out 5,000 in- 
vitations to insurance men throughout 
the state. The dinner will be open to 
all those in any way connected with 
the insurance business in Minnesota 
whether or not they receive invitations. 
John A. Hartigan, former commis- 
sioner, now with the Equitable Life of 
New York, has been asked to preside. 
The committee in charge includes 
George W. Wells, former commis- 
sioner and now secretary of the North- 
western National Life; C. F. Codere, 
vice-president St. Paul Fire & Marine; 
C. O. Brown, Rochester; R. B. Nien- 
hauser, St. Paul, and D. P. O'Neill, 
Minneapolis, president State Associa- 
tion of Farmers Mutual Insurance 
Companies, ’ 





American Institute Meeting 


The spring meeting of the American 
Institute of Actuaries will: be held at 














limitation on business of all those whose 


the Edgewater Beach hotel, Chicago, 
June 6-7. 
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ices Sales Congress Is 
Attended by More Than 300 





PRESIDENT RIEHLE FEATURED 





National Association Is Seeking to 
Give Each Member Recognition 
Which He Deserves 





More than 300 members of the Colo- 
rado Association of Life Underwriters 
attended the annual sales congress of 
the group in Denver. T. M. Riehle, 
national president, was the featured 
speaker, while others on the program 
were Frederick Bruchholz, agency di- 
rector New York Life, Chicago; H. B. 
Cadwell, manager Mutual Life of New 
York, Pueblo, Col.; Logan Rape of the 
industrial department of the Prudential, 
Denver, and Frank Summers, agency 
director New York Life, Omaha. 

The morning session was opened by 
Governor Johnson of Colorado. He 
was followed by Mayor Begole of Den- 
ver, a former insurance man. He urged 
the writing of more group insurance. 

Paul S. Jolley, president Colorado as- 
sociation, presented life memberships to 
four of the five charter members, these 
being Harry A, Hunsaker, who has 
been 40 years in the service of the 
Travelers; A. E. Liverman, who has 
been with the Home Life 20 years; J. 
Stanley Edwards, Aetna Life, a past na- 
tional president; and P. H. Showalter, 
who has been connected with the Pru- 
dential 45 years. W. W. Winne was 
also given a life membership. Mr. Cad- 
well’s subject was “It Can Be Done.” 
He said too many agents are not will- 
ing to give extra time to their work. 
Those who are content to stay within 
a limited income give the excuse that 
they would be able to do more business 
in a larger city. 


Sees Equal Opportunity 


“That might be true,’”’ Cadwell said, 
“but there is as much opportunity for 
a good man in a small town as there 
would be in a larger city. The small 
town underwriter need not be discour- 
aged because I know of several agents 
who were successful in small towns and 
turned out to be ‘flops’ in larger cities.” 

Mr. Rape said the average expense 
of an industrial policy is about 2 per- 
cent greater than that of an ordinary. 
Of 250 companies doing ordinary busi- 
ness, 80 percent have higher expenses 
than industrial branches of other firms. 
The industrial lapse rate, he said, is 
about 1 percent after nine years, and 
the rate decreases more than that of 
ordinary policies. He appealed for more 
cooperation between industrial and or- 
dinary men. 

Mr. Summers said insurance men 
must learn to deal with major problems 
first, leaving the minor ones until last. 
“Wise agents work hard and write easy, 
and the others work easy and write 
hard,” he declared. 

“A recent study of Chicago applica- 
tions shows that teachers rank third 
and salesmen fourth,” Mr. Bruchholz 
said. “This should give the agent a few 
ideas as to where his best chances for 
business are. Life underwriting has 
progressed more in the last 10 years 
than it did during the previous 20 years, 
and in my opinion, Denver is a virgin 
market.” 


Riehle Relates Progress 


President Riehle told of the progress 
and development of the National asso- 
ciation. The educational committee is 
Selling the association to the people. 

“The educational committee is carry- 
ing on this work so that each member 
will be given the recognition he de- 
serves,” Mr, Riehle declared. “The as- 
sociation is managed from two angles, 
namely: what does the public think, 
and what does the member think. On 
this standpoint, the committee on 
agency practices has a standard that 





Selling Big Shots 
Proves Successful 
For Business Men’s 











A “Big Shot” campaign conducted by 
the Business Men’s Assurance was suc- 
cessful in getting salesmen to contact 
political, civic, industrial, commercial, 
and other leaders in their communities. 
More than 300 applications on “Big 
Shots” were received. 

The character and prominence of the 
applicant counted more than the form or 
the size of the contract applied for. 

The unique campaign figured in the 
22 percent increase in February sales 
and company officials plan to make the 
campaign an annual affair. 

Salesmen learned that if they sold the 
chief executive, the way was open to 
contact the entire organization, that the 
addition of “big shot’ to their list of 
policyholders heads inevitably to direct 
contact with other “big shots,” and—the 
most unexpected outcome of the cam- 
paign—that once they get an interview 
with a “big shot,” he is easy to sell, be- 
cause executives are accustomed to think 
for themselves and make quick decisions. 
The contest was designed to get sales- 
men over the fear of contacting big men. 
Salesmen often hesitate to call upon big 
men because of their importance. 


Give Outline of Insurance 
Week Advertising Program 





Three of the four newspaper adver- 
tisements scheduled for Life Insurance 
Week have been approved, and copies 
are being sent to the contributing com- 
panies, according to M. A. Linton, chair- 
man of the committee. The advertise- 
ments are of the human interest type, 
are attractively illustrated with large 
photographs, and emphasize the benefits 
of life insurance to the average American 
family. 

One has been selected as the poster. 
It shows a man sitting on his porch, 
with his wife and one of their children 
in the background, captioned “No, 
Don’t Carry Life Insurance—I Own It.” 
The copy tells why he has made insur- 
ance the backbone of his financial plan- 
ning. A slogan, “The sooner you plan 
your future, the better your future will 
be,” is carried through the advertise- 
ments. 

In metropolitan centers the advertise- 
ments will occupy nearly a half page, in 
cities of smaller size the advertisements 
will extend to about a quarter page. 

Reference will be made in each adver- 
tisement to a booklet, “How to Win 
Both Ways,” over a million copies of 
which will be distributed. 


Lobby for Hobbs Bill 


The Pennsylvania Association of In- 
surance Agents is urging its members 
to wire their congressmen to vote for 
the Hobbs bill which would bar the use 
of the mails to a company in any state 
where it does not comply with the insur- 
ance laws. Commissioner Hunt has peti- 
tioned all Pennsylvania congressmen to 
support the measure. 

Superintendent Julian of Alabama has 
wired members of the Alabama delega- 
tion in Congress urging them to support 
the Hobbs bill. Commissioner King of 
South Carolina is also strongly behind 
the bill. 














determines who is an agent and who 
is qualified to be an agent. 

“Last year there was $9,000,000,000 in 
insurance sold, and although companies 
are trustees for 63 million people, the 
per capita life insurance holding is still 
low. We are at the doorstep of our 
greatest decade because in 1929, about 
4 percent of the country’s wealth was 
invested in insurance, but in 1933, the 
figure had jumped to 8.3 percent. The 
annual income has dropped but the fig- 
ure shows that people invested in in- 
surance when money was very scarce.” 

















Building a great insurance company is like 


a successful engineering project. The 
soundest of basic principles must be applied 
to the design. But the execution of the pro- 
ject calls for new, more advanced methods 
arid great executive skill. Look up the 
record of American Reserve Life. You will 
find it one of the soundest and best managed 
of the younger companies. It is growing. 
It is doing the job. American Reserve Life 
is a good company to be with. 


AMERICAN RESERVE LIFE INSURANCE CO. 


OMAHA, NEBR. 












































Aggressively Developing State of Illinois 
Offering Unusual Agency Opportunities 





Liberal First Year Commission and Non-forfeitable 
Renewal Commissions 


Assistance in the Field Home Office Co-operation 


GLOBE LIFE INSURANCE Co. 
OF ILLINOIS 


WM. J. ALEXANDER 
An Old Line Legal Reserve Company—Established 1895 
40 Years of Continuous Faithful Service 
to Policyholders 
l 


Writing Complete Line of Modern Policies with 
All Standard Provisions 
Ages (0-60) 
Double Indemnity — Disability — Non-Medical 
Modern Juvenile Contracts Full Benefits Age 5 
Write Us Topay ror Particutars 
431 South Dearborn Street 








Chicago, Illinois 
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Debit System Has Advantages 


Despite the fact that nearly a fifth of 
the life insurance in force is industrial, 
some strictly ordinary writing company 
men have a tendency to “high hat” in- 
dustrial. This is due to the failure to 
recognize that not only is a large por- 
tion of our population provided with 
life insurance on the only payment 
plan practical to their mode of living, 
but that industrial agents sell a large 
amount of ordinary business as well. 
There are many things that can be said 
for the great institution of industrial in- 
surance but there is one phase that is 
well worth considering at the present 
time. The movement toward aiding the 
ordinary life agent to make a living in 
the business is gaining headway. The 
popular answer to that question is fewer 
and better qualified agents. But the 
question of supervision is also impor- 
tant. Even by restricting agency ap- 
pointments to qualified men, there will 
still be a predominance of average men. 
The average man has good intentions 
but there are many pitfalls in the life 
of the average salesman that keep him 
from working steadily on the job. 


Sales supervision in the industrial 
business is far more strict than in the 
ordinary. Each industrial office has a 
manager or superintendent and a staff 
of assistants with six to eight men to 
an assistant. Successful industrial offi- 
ces are systematically managed with 
carefully kept records and reports. Col- 
lections on industrial accounts are usu- 
ally completed by Wednesday evening 
and the agent has the last part of the 
week to develop ordinary. In other 
words the debit enables the agent to 
make a basic living wage and at the 
same time he is allowed time to develop 
his own iniatitive in getting ordinary 
and to supplement his income. The 
separation of suspects from prospects 
and plans for intelligent prospecting are 
enabling many ordinary agents to de- 
velop and maintain definite selling pro- 
grams but at the same time too much 
is left to individual initiative. Ordinary 
agents and officials who are trying to 
solve the “living income for agents” 
question can do well to give deep con- 
sideration to many of the merits of the 
closely supervised debit system. 


Issue Over Unlicensed Companies 


OnE of the livest issues confronting in- 
surance commissioners deals with unli- 
censed companies, Under the decision of 
the Unirep States SUPREME COuRT, a 
company can use the mails to solicit insur- 
ance in a state in which it is not licensed. 
When, however, it employs agents or rep- 
resentatives, it at once comes under the 
insurance laws. 

There are many companies in this coun- 
try licensed in their home state that roam 
at large in other states without being ad- 
mitted. Therefore, these other states are 
not able to collect any fees or taxes. Com- 
panies regularly licensed and paying the tolls 
are handicapped in competition with these 
institutions which do not comply with state 
statutes. Regardless of the danger to 
which a policyholder is exposed in dealing 
with an unlicensed company, the spirit of 
an institution is wrong that tends to poach 
on the preserves surreptitiously. It con- 
tributes nothing to the support of insur- 
ance in these states. West Virginia has a 





statute prohibiting a company organized 
under its laws and licensed in the state 
from operating in other states without 
being regularly admitted thereto. Al- 
though companies of other states are op- 
erating in West Virginia outside the law, 
Deputy Commissioner Justice of West 
Virginia states that domestic companies 
in his state will not be allowed to poach 
in neighboring states. 

There should be strict uniformity as to 
the licensing of all carriers. No insurance 
institution of any kind should be allowed 
to operate in any state unless it is regularly 
admitted. The people are entitled to the 
utmost protection. The companies that are 
regularly licensed and pay the freight 
should. not be forced to have as competi- 
tors unadmitted enterprises. Some of the 
facts given out by insurance commissioners 
as to the number of insurance enterprises 
operating without licenses over the coun- 
try are startling. This, it seems to us, is 
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PERSONAL SIDE OF BUSINESS 





C. L. Nourse, 79, widely known Des 
Moines attorney and a director of the 
Bankers Life of Iowa, died at his home 
in Des Moines. He suffered a paralytic 
stroke a week ago. 

Mr. Nourse was for some time gen- 
eral counsel of the Interstate Business 
Men’s Accident of Des Moines. His 
son, E. M. Nourse, is assistant counsel 
of the Bankers Life. 


The Penn Mutual Life held a “chuck 
wagon” dinner in Denver for its agents 
in Colorado, Wyoming, New Mexico, 
Arizona and western Nebraska. Every 
agent was given a “nick-name” sugges- 
tive of the west, the Denver general 
agent, C. E. Eddleblute, being dubbed 
“Chuck Wagon Ed.” 


Mayor George Begole of Denver 
treated T. M. Riehle, president of the 
National Association of Life Under- 
writers, to a trip through a portion of 
the city’s mountain parks system when 
Mr. Riehle was there for the sales con- 
gress of the Colorado association. 


Every agent of the Madison, Wis., 
district of the Prudential made a spe- 
cial effort in production in honor of the 
30th anniversary of Superintenndent 
R. C. Stephenson. He started at St. 
Joseph, Mo., and soon became assistant 
superintendent there. In 1908, he was 
transferred to Oshkosh, Wis., as as- 
sistant superintendent and the next 
year was made superintendent at Mad- 
ison. 


W. J. Sheppard, an assistant secre- 
tary of the Canada Life, this month ob- 
serves his 35th anniversary with that 
company. Some ten years after joining 
the Canada Life, when the medical and 
policy departments were amalgamated, 
they were placed in his charge. In 1920 
Mr. Sheppard was promoted to secre- 
tary of the medical department, and in 
1931 became an officer of the company. 


Cut-Off, La., with a population of 
459, is one of the towns in the district 
of P. J. Dansereau of the New Orleans 
Union Central agency. There are 124 
Union Central policyholders in the 
town and mostly all of them have 
bought their insurance from Mr. Dan- 
sereau. If the average family consists 
of four persons, that means that every 
father is insured in the Union Central. 


Burke Baker, president of the Sea- 
board Life, was the principal speaker 
at a meeting of the Houston chapter of 
the National Association of Cost Ac- 
countants. He discussed the balance 
sheet of an insurance company. 


Elmer G. Leterman of New York has 
received the president’s merit class em- 
blem of the John Hancock Mutual Life 
for the largest amount of business writ- 
ten by any agent during 1933 and 1934. 
This took place at an informal luncheon 
at the home office attended by the com- 
pany officials. 

Mr. Leterman has made a remarkable 
record as a producer since he joined the 
John Hancock in 1926. For some years 
he has been the largest producer. He 
is associated with the Harry Gardiner 
agency in New York and has attained a 
national reputation. 


W. A. Fraser, Jr., has been born to 
Mr. and Mrs. W. A. Fraser of Lincoln, 
Neb., March 16, 1935. Mr. Fraser is 
agency manager for the Bankers Life of 
Des Moines. 


James W. Money, secretary of the 
Southern Dixie Life of Greensboro, N. 
C., died in a hospital at Elizabeth City, 
N. C., following a stroke. He was 43 
years of age. He started with the 
American National at Winston-Salem as 
an agent. In 1912 he went with the old 
Business Men’s Life and in 1915 became 





a subject that demands grave attention, 





—— 


to that company. and when it was pur. 
chased by the Durham Life in 1930, he 
organized the Southern Life & Accident 
and became its president. When that 
company was merged with the Dixie Life 
three years ago, he became secretary, 


A. C. Stevenson, general agent 
Northwestern Mutual Life, Rochester 
Minn., died in Minneapolis. He was at 
one time mayor of Rochester and held 
other public offices. 


Many Canadian insurance men gath- 
ered to honor Mr. and Mrs. Thomas 
H. Hilliard of Waterloo, Ont., when 
they celebrated their 69th wedding an- 
niversary. Mr. Hilliard founded the 
Dominion Life in 1889 and continued 
as its president and director until he 
retired six years ago. He continues as 
a director. 

President’s Day, honoring H. S. Nol. 
len, head of the Equitable Life of Iowa, 
brought in the largest single day’s busi- 
ness since 1929. Sales that day 
amounted to $2,980,000, representing 
675 applications. 


Claude Briggs, 55, agency manager 
Manhattan Life, Detroit, died in a hos- 
pital there. He had lived in Detroit 
30 years. 


Arthur Larsen, actuary Yeomen Mu- 
tual Life, spoke on “What Is Ordinary 
Life Insurance?” in an interview on sta- 
tion WHO, Des Moines, Saturday 
night. 


William Van Sickle, special agent of 
the Home Life of New York and for- 
mer general agent in Detroit, is cele- 
brating his 48th anniversary in life in- 
surance. He is the oldest living past 
president of the Qualified Life Under- 
writers of Detroit, having served in 
1902-3 and 1906-7. 


A group of songs written by J. Fred 
Lawton, retired general agent of the 
Connecticut General Life in Detroit, 
featured the minstrel show given by the 
Vortex Club there. 


A. G. Miller, 59, assistant secretary of 
the Lamar Life, died from a heart at- 
tack in his home in Jackson, Miss. He 
was a native of Cincinnati and had 
been with the Lamar Life 17 years. 


S. S. Worthington, Los Angeles gen- 
eral agent Connecticut Mutual Life, 
who has been in a hospital there as the 
result of a major operation, is reported 
to be recovering satisfactorily. 


John H. Dingle, of Bokum & Dingle, 
Chicago general agents of the Massa- 
chusetts Mutual Life, has just returned 
from a three weeks’ trip to Honolulu, 
accompanied by Mrs. Dingle. 


The Los Angeles agency of the 
Massachusetts Mutual Life held a sur- 
prise luncheon-meeting for General 
Agent John W. Yates, in celebration of 
his 40th birthday. C. R. Jamison pre- 
sided as chairman and C. O. Fischer, 
St. Louis general agent, reviewed his 
long acquaintance and warm friendship 
with Mr. Yates. The theme of the 
birthday celebration was “Life Begins 
at 40.” 


Agents of the M. S. Trueblood 
agency of the Union Central Life in 
Los Angeles signally honored Asso- 
ciate Manager H, E, Belden by staging 
a “Bully for Belden” campaign in his 
absence on vacation. While Mr. Bel- 
den was enjoying the Mardi Gras fes- 
tivities in New Orleans, 15 agents sub- 
mitted 34 applications for $442,565 of 
new insurance. 


J. C. Behan, vice-president of the 
Massachusetts Mutual, returned from 





its president. After the war he returned 





his Bermuda trip in time to observe 
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and it became the Provident Mutual 
Life. 

Steady growth necessitated moving to 
new and larger quarters at four differ- 
ent periods. In 1928 Provident Mutual 
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OccipENnTAL 


Life Agents work under a 
liberal contract contain- 
ing settlement, volume 


and renewal bonuses. 
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OPENINGS ARE AVAILABLE 
for live, aggressive Agencies and Men 


OCCIDENTAL LIFE INSURANCE CO. 


Old Line Legal Reserve Life, Accident, Health 
HOME OFFICE, Los Angeles, Calif. 
V. H. Jenxins, Vice-President, in Charge of Production 
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TENNESSEE 


Protective Life is going to develop 
agency organizations in the following 


cities of Tennessee: 


KNOXVILLE 
CHATTANOOGA 
NASHVILLE 


A Manager is to be selected for each 
of these important posts. 


If you are interested write 


La Noue Matta, Wice President. 


LIFE INSURANCE (©. 
BIRMINGHAM, ALABAMA. 








moved into its present building at 46th 
and Market streets. 

Mr. Shipley directed the affairs of the 
company 40 years and was succeeded 
in 1906 by Asa S. Wing, who had been 
with the Provident since 1867. Mr. 
Wing died in 1931, after directing the 
company for twenty-five years and was 
succeeded by M. A. Linton. 





Great Southern in Changes 





Several Promotions Made in Staff; L. S. 
Adams Elected Executive 
Vice-President 





Several changes in the staff of the 
Great Southern Life of Houston were 
made at the annual meeting. 

L. S. Adams, vice-president and treas- 
urer, was elected executive vice-presi- 
dent. W. S. Horne was elevated from 
secretary and assistant treasurer to vice- 
president and treasurer. 

R. M. Henderson was promoted from 
assistant secretary and assistant treas- 
urer to assistant vice-president. E. A. 
Kiker, assistant secretary, was named 
secretary. Mr. Horne was elected a 
director. 


Beardslee to Columbian National 


W. R. Beardslee, who has been en- 
gaged in agency work with the Brook- 
lyn National Life, has joined the Co- 
lumbian National Life as home office 
supervisor. He attended Williams Col- 
lege and then entered the life insur- 
ance field. He will be actively asso- 
ciated with Vice-president McFall in 
the agency development work. 








Agency Manager Resigns 

R. F. Perry has resigned as agency 
manager of the Modern Life of St. 
Paul, to go with the Columbus Mutual 
Life as home office correspondent. He 
will aid in the building up_of agencies 
for the Columbus company. He has 
opened offices in the New York build- 
ing. 


Withdraws from North Dakota 


The Bankers Life of Iowa is with- 
drawing from active solicitation of 
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Franklin Life Successful 
In Its “Capacity Day’ 




































March 21 was “Capacity Day” ty, 
agents of the Franklin Life of Spring 
field, Ill, which held a one-day (rij 
productive of $1,300,000 of new writtg 
business between 7 a. m. and 11 py 
Sixty agencies organized their forces 
48 hours notice, and seven of them, jp 
cluding the home office agency ; 
Springfield succeeded in hanging y 
new one-day records. The home ofig 
agency, for the fifth consecutive tig 
since March 7 of last year, set anothe 
new all-time record for Franklin Lig 
business produced in one day in i, 
home city. 


Favor Income Forms 


In the opinion of Franklin agents, th 
most economical and satisfactory insy. 
ance for both policyholder and ber. 
ficiary, at the present time, provides fy 
a monthly income. Accordingly, fam. 
ily income, insurance annuity and gi 
ary continuance policies were selecte 
for “Capacity Day.” 








business in North Dakota April 1 an 
will close its state agency office x 
Fargo. All premiums and _ busines 
originating in North Dakota will bh 
handled through the Minneapolis office, 
S. H. Bright, agency manager 3 
Fargo since March 1, 1930, has been 
made agency supervisor at Spokane 


Wash. 
Would Increase the Capital 


The recently organized Standard Life 
of Indianapolis, which has just been i. 
censed, will hold a meeting April 10, 
when the stockholders will vote on the 
proposal to increase the capitalization 
from 10,000 to 25,000 shares to be sold 
at $60, or three times par. Half of the 
initial 10,000 shares have been sold a 
$50 and the expectation is that the other 
5,000 will be sold before April 10, 
Harry Leslie, former governor of Int 
ana, is president. 


Order your Little Gem and Ly 


Manual Digest now! 420 E. Fourth 





Cincinnati. 








PACIFIC COAST AND MOUNTAIN 





Utah Legislature Adjourns 


Commissioner Smith Voted Assistants 
But ‘No Pay. for Them—Premium 
Tax Increased 
neem 


SALT LAKE CITY, March 28.— 
The Utah legislature has adjourned fol- 
lowing 64 days of strenuous activity in 
which it did not accomplish much of 
benefit to insurance. The bill authoriz- 
ing the insurance commissioner to ap- 
point a deputy commissioner, a chief 
examiner, two field men, an account- 
ant and such other aids as he may deem 
necessary was passed, but without an 
appropriation being made to take care 
of the additional expense. Commis- 
sioner Smith says he sees no way of 
getting the additional help he so badly 
needs unless he can operate under a 
deficit, 

The agents’ qualification law spon- 
sored by Commissioner Smith did not 
get out of committee, but the commis- 
sioner is going to start right away pre- 
paring for a reintroduction of this meas- 
ure when the legislature meets again. 
He also said that there is a crying 
need for a recodification of all the in- 
surance laws, 

The state code of fair competition 
was renewed for two years. The com- 
missioner said the enforcement coun- 
cil is still active. 

The legislature raised the premium 
tax, excepting reciprocals, from 1% to 
2% percent. There was an effort made 

















to raise it to as high as 4 percent, 





which stirred up the insurance men. 
The 4 percent was finally whittled 
down by amendment after amendment 
to 2% percent. The reason the recip- 
rocals are not to pay more is due to 
the fact that the legislature did not 
amend the chapter applying to them. 

The bill to place fraternals offering 
old line life insurance and their agents 
or officers under the same setup 4 
other insurance carriers, in regard to 
taxation and licenses, was lost in the 
shuffle, when during the last day or two 
the 4awmakers made a desperate effort 
to bring as many bills as possible out 
of the committees as they could from 
the hundreds reposing there. 

The past year or two the insurance 
department has tried to suppress the 
rather numerous benevolent  societi¢s 
which operated in a hit and_ miss 
fashion. A bill, however, to legalize 
these groups went over. 


Coffin at Agency Meetings 


Following the southern California 
sales congress at Los Angeles, at which 
he was one of the principal speakers, 
Vincent B. Coffin, superintendent 0 
agencies Connecticut Mutual Life, ad 
dressed the Goodwin agency in Sat 
Diego, and the S. S. Worthingtot © 
agency in Los Angeles. He returned [7 
east by way of Denver. 








Hamilton on Coast Trip é 

H. M. Hamilton,: assistant superit- 
tendent of agencies of the Union Cet 
tral Life, is touring the western af 
Pacific Coast agencies. 
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AMONG COMPANY MEN 








Hand Retires as Manager 


Succeeded by L. K. Arrington in 
Shakeup in the Standard Life 


of Mississippi 





Thomas E. Hand has resigned as ex- 
ecutive vice-president and general man- 
ager of the Standard Life of Jackson, 
Miss. There has been some internal 
dissension over Mr. Hand’s expansion 
policies and an examination of.the com- 
pany had been in progress. : 

The Tennessee department was inter- 

ested because the Standard Life took 
over the defunct Independent Life of 
Nashville. At the start of the examina- 
tion Commissioner Tobin of Tennessee 
went to Jackson and then called for two 
of his examiners. 
“Mr. Hand is succeeded as general 
manager by L. K. Arrington, who was 
formerly general manager of the Inde- 
pendent Life. 

Mr. Arrington went to Jackson a 
short time ago as a vice-president of 
the Standard. ‘ 

Mr. Hand, four years general man- 
ager, was a general agent for the Stand- 
ard Life before being made manager. 
Prior to that he was an agent of the 
Reliance Life. 

Three new directors of the Standard 
Life were elected, they being C. J. Keys 
of Magee, George T. E. Pegram, Ripley, 
and R. C. Stovall, Okolona. 


Weber Named Vice-President 
by Bankers National Life 


The Bankers Life of New Jersey has 
elected J. W. Weber vice-president in 
charge of its dollar monthly plan. Mr. 
Weber joined the dollar monthly plan 
department in 1927, installing the first 
policy and later being made manager of 
the department. Last year the depart- 
ment showed a gain of 40 percent in 
new business and returns for the first 
two months indicate a record for 1935. 
Mr. Weber began his insurance career 
15 years ago at Stamford, Conn., in the 
general insurance business. 











General Manager Resigns 


J. A. Macfarlane, general manager of 
the Monarch Life of Winnipeg, has re- 
signed after 26 years of service with 
the company. He has been general man- 
ager since 1929. 


Meyers Now N. Y. Life Treasurer 


Alfred H. Meyers has been elected 
treasurer of the New York Life to suc- 
ceed Harold Palangano, who has re- 
Signed. Mr. Meyers was made as- 
sistant treasurer in 1928 and became 
acting treasurer last year. 

Mr. Meyers has been with the com- 
pany for 33 years and has been assistant 
treasurer since 1928. He started with 
the New York Life as a messenger boy 
in 1902. 

Mr. Palagano had been with the New 
York Life over 40 years and had been 
treasurer since 1920. The directors 
adopted a resolution expressing regret 
Hg continuance of Mr. Palagano’s 

Ss. 





Two Assistant Secretaries 


The London Life of London, Ont., 
has promoted L, M. Dalgliesh, formerly 
executive assistant, and D. M. Steven- 
ie formerly secretary of the planning 
€partment, assistant secretaries. 





Agency Department Promotions 
Four promotions in the agency de- 
Partment of the Indianapolis Life are 
announced. Irving Palmer, agency 
Secretary and F. D. Brosnan, field su- 
Pervisor, become assistant agency man- 
agers. Doyle Zaring, assistant . secre- 


tary, becomes agency secretary and E. 
*, Kapner, assistant agency secretary. 
A. H. Kahler of Peoria was recently 
appointed superintendent of agents to 
succeed J. R. Mayfield, who resigned. 
W. A. Tidwell of the agency depart- 
ment, also resigned recently. 





Starkey in Investment End 


Edwin Starkey has been transferred 
from the production to the investment 
department of the Mid-Continent Life 
of Oklahoma City. He is now execu- 
tive vice-president assisting President 
R. T. Stuart. At the time of the change 
he was on an extended vacation, due to 
ill health. 





Moriarty on Coast Trip 


John J. Moriarty, vice-president in 
charge of agencies for the General 
American Life, who left St. Louis about 
three weeks ago on a trip to the Pacific 
Northwest, visiting Seattle, Portland and 
San Francisco, spent last week in south- 
ern California with the W. D. Erwin 
agency at Los Angeles before return- 
ing to the home office. 





Harris Named Actuary 


W. J. Harris has been appointed ac- 
tuary in the home office of the Policy- 
holders National Life of Sioux Falls, 
S. D. He has been connected for some 
time with Haight, Davis & Haight, con- 
sulting actuaries and insurance account- 
ants of Indianapolis and Omaha. 





Fort Named Supervisor 


Grady Fort, Shenandoah, Ia., has 
been named field supervisor for the 
Equitable Life of Iowa. He will con- 
fine his work principally to Iowa, with 
his headquarters in Shenandoah. 





Brown Visiting Agencies 


H. J. Brown, assistant secretary of 
the Pacific Mutual Life, is on an east- 
ern trip, visiting agencies in New Or- 
leans and other southern cities, and will 
return to the home office about May 1. 


Hamilton Leaves Pyramid Life 


Ben R. Hamilton, agency manager for 
the Pyramid Life of Little Rock for the 
past five years, has resigned to become 
— manager for a printing company 
there. 
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Need Closer Relationship 
Brailey Tells Chicago Managers Agency 
Heads Doing Office Routine at 
Expense of Production 








A more intimate relationship between 
general agents or managers and their 
agents, and more time devoted by 
agency heads to conference with pro- 
ducers, effort to solve their many prob- 
lems and understand their - individual 
psychology are required, E. W. Brailey, 
general agent New England Mutual, 
Cleveland, told the general agents and 
managers division of the Chicago Asso- 
ciation of Life Underwriters in the 
March meeting. 

“TI wonder if we know as much about 
our jobs as we ought to?” he said. 
“Sales managers in other lines have to 
give their salesmen much more of their 
time. The life business as a whole has 
been too self-satisfied. We feel we have 
done a pretty good job; that the old 
fashioned methods of work have been 
satisfactory, and we are not disposed 
to change them. 

“The future holds a tremendous chal- 
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AN AGENCY BULLETIN 
With Something Helpful to Say 


“The SOUTHLAND,” Southland Life’s weekly bulletin, 
edited by Lorry Jacobs, always has something which 
our agents can use. New approaches to prospects; new 
field-proven solicitations; latest contest reports; all 
mingle with news of mutual interest. 


If you're seeking a fresh opportunity, you may find it 
with us. Write to First Vice-President Clarence E. Linz, 
or to the Vice-President and Agency Manager, 
Col. Wm. E. Talbot. 


Southland Life 


Insurance Company 
HARRY L. SEAY, President 
HOME OFFICE . DALLAS, TEXAS 
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Organized 1850 In the City of New York Non-Participating Policies Only 
Over 89 Years of Service to Policyholders 
Geod territory for personal producers, under direct contract 

HOME OFFICE: 156 Fifth Avenue, New York City. 


xe 








14 





THE NATIONAL 


UNDERWRITER 





March 29, i93; 








lenge to agency management. We must 
try to understand our problems better. 
The individual units and agents are en- 
titled to a large share of our time and 
leadership. There is little real knowl- 
edge of modern sales management, per 
se, to be found in our business. In 
life insurance we don’t have that expe- 
rience. I don’t know of a home office 
which tries to give a new general agent 
or manager such ideas. If we are suc- 
cessful] it is due perhaps more to our 
luck and possibly native leadership. I 
wish we could understand better the 
psychology of the salesman. 

“For one thing too many general 
agents and managers assume that an 
agent has become established after six 
months or a year in the business, when 
really two or three years are required 
in most cases. The agency heads spend 
too much time in dictating letters and 
maintaining office records. Their 
agents need some one who is sympa- 
thetic, who thinks in their terms and 
understands their problems. Their 
schedules need to be revamped. 


Urges Closer Relationship 


“Can’t we help our agents to be- 
come more conscious of the income end 
of the business? Can’t we supply more 
of them with a program of effort by 
which to live and work? A great deal 
has been said of the advantage of app- 
a-week production. It is possible to 
write an app-a-week and still to starve 
in this business. 

“I would suggest that general agents 
and managers take one or more of their 
agents out to lunch occasionally, talk 
over prospecting, the approach and 
close, and individual problems. Do we 
ever discuss with our agents the fac- 
tors of success and make clear that 
these are within the control of the 
agent? We need to apply sound busi- 
ness principles more widely in our busi- 
ness. Do we make sure that our agents 
continue to grow mentally? It isn’t 
enough merely to give them a certain 
amount of preliminary and_ perhaps 


more advanced training in the agency.” 

Mr. Brailey discussed the problem of 
increasing the production of older 
agents. He said something must be 
done to bring them into line. The older 
agents who will not respond serve to 
break down morale of the whole force. 
While they must be treated individually 
and their problems are different from 
those of new agents, generally they 
should respond to the type of friendly, 
helpful management which he outlined. 

F Haviland, manager. Connecti- 
cut General and chairman of the 
division, presided. Walt Tower, man- 
aging director Chicago association, dis- 
cussed the radio and newspaper adver- 
tising campaign against twisters to be 
conducted by the Better Business Bu- 
reau in Chicago. 


Hear Welfare Worker 


I. I. Lipsitch, president of the com- 
mittee of social agencies of Los An- 
geles county, talked to the Life Man- 
agers Association of Los Angeles on 
“The Facts About Welfare.” 


New England Mutual Will 
Hold Great Centenary Fete 


(CONTINUED FROM PAGE 7) 


rates were figured on a form percent re- 
serve basis. Today the company rate is 
$27 per thousand for the present day 
whole life contract figured on a three 
percent basis. The agents were sent a 
card which appeared: 

“A person in his thirtieth year may 
by paying annually $36.30, secure $3,000 
to his family, in case of his decease 
within 7 years. 

“If his family is liable to a sacrifice 
of $3,000 by the forced winding up of 
his affairs, on his decease within one 
year, he may protect his estate against 
this risk, by paying $35.10. 

“If he owes a debt, the forced pay- 
ment of which, upon his decease within 











three years, will subject his estate to the 
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sacrifice of $1,000, he may provide 
against this risk by paying annually dur- 
ing that period, $12.00. 

“Any one in the 24th year of his age, 
who is skilful and industrious, prudent 
and of good habits and needs a credit of 
$500 for three years, to begin business, 
where the only obstacle to his obtaining 
the credit is the uncertainty of like, may 
obtain the same by paying annually for 
that period, $5.15. Or if he needs $5,000, 
he gets the credit by paying annually, 
$51.50. 

“Suppose one who is in his 21st year, 
is entitled to a legacy of $5,000 in case 
of his arriving at the age of 25. He 
may immediately avail himself of its 
present value by paying annually during 
5 years, $49.10. Or he may thus secure 
that amount to his family, in case of his 
decease within that time. ; 

“A creditor may frequently give him- 
self additional security for his debt by 
insuring his debtor’s life. 

“One, while he is solvent, may secure 
a provision for his family on his de- 
cease, though he may die insolvent.” 


Policy as to Women 


The New England Mutual was the 
only United States companv of the early 
days which from the beginning wrote 
women at the same rates charged men. 

On March 14, 1844, the Massachusetts 
legislature passed an act providing that 
the proceeds of a policy payable to a 
woman should be inviolate as to credit- 
ors. It made the woman the first and 
preferred creditor. In those days when 
property rights of women were virtually 





non-existent, this statute was alma 
revolutionary. 

These early phases of company exig. 
ence will receive attention in the secon 
episode of the pageant, entitled, “Th 
First Office.” 

The promise of Judge Phillips to re. 
ognize a policyholder’s equity in hi 
contract was the main spring behind his 
employment of Elizur Wright. Judy 
Phillips told Mr. Wright to find oy 
what would be the fair equity of th 
policyholder. It was nine years late, 
that Wright discovered the key for solr. 
ing this problem. He and six of hi 
children worked all of 1853 constructing 
tables of “net valuations” for 268 pol. 
cies. Five other companies shared jn 
the expense of this work. 

The net valuation tables prepared by 
Wright were set up as standard under 
the statutes of Massachusets in 1858, 

Other episodes of the pageant will 
review the exciting days of the Boston 
fire of 1870 and the development of the 
modern agency plant. The New Eng. 
land Mutual held its first general agents 
convention in 1865. 


Harold Smith Honored 


Harold Smith, full-time supervisor of 
the Luther-Keffer agency of the Aetna 
Life in New York City, who wil 
shortly take over his new duties as as- 
sistant general agent for the company 
in Newark, was given a handsome desk- 
blotter and pen set by Messrs. Luther 
and Keffer and a set of matched golf 
clubs by members of the full-time 
force. 








LIFE AGENCY CHANGES 





Grogan Now General Agent 





Resigns as Vice-President of Federal 
Reserve Life to Open New 
Lincoln National Office 





The Lincoln National Life is opening 
a new office in the Plaza district of 
Kansas City, Mo. This office will be in 
charge of George L. Grogan, formerly 
vice-president and egency manager of 
oe Federal Reserve Life of Kansas City, 

an. 

Mr. Grogan has spent more than 30 
years in the business. His experience 
covers home office agency work, field 
training of men, and personal produc- 
tion. The new office is being established 
at 231 West 47th street. ; 

Mr. Grogan took an important part in 
preparing the new plan of compensating 
agents which the Federal Reserve Life 
is using. 





Jones Is Boston Manager 


The Continental American Life has 
appointed O. V. Jones thanager in Bos- 
ton to succeed K. F. Antoine who is 
retiring to devote more time to his 
personal business. Mr. Jones was born 
in Maine, graduated from Yale in 1918 
and from the New York University in- 
surance department. He has had ex- 
perience in New York City and Wash- 
ington and was formerly with the 
United States Life. 


Moore With Shenandoah 


J. W. Moore of Raleigh, N. C., has 
been appointed general agent of the 
Shenandoah Life. He has had a num- 
ber of years experience in the business. 
Associated with him are W. C. Barnes, 





s. oVourig, oJ: vA. oWeod: -P.: -R: 
Mitchell and M. R. Burt. 
Ruwart Takes Pittsburgh Post 


W. M. Ruwart has been appointed 
general agent of the Kansas City Life 
in western Pennsylvania, with head- 
quarters in Pittsburgh. 


Von Schmidt Columbus Manager 


Walter G. von Schmidt has been ap- 
pointed manager of the Columbus, O., 
office of the Fidelity Mutual Life. He 








Takes Pittsburgh Post 
of Bankers of Nebraska 











Cc. F. STEPHANY 


C. F. Stephany, who recently joined J 


the Bankers Life of Nebraska as Pitts 
burgh general agent, for the past six 
years has been connected with the 
Provident Mutual Life and has made a 
record as a producer. His earlier ¢x- 
perience was as a sales promotion man- 
ager and organizer in the electrical ap- 
pliance and public utility field. 








graduated from Ohio State University 
1928. In that year he joined the Massa 
chusetts Mutual, remaining with that 
company until April, 1934. Since that 
time he has conducted a brokerage bus! 
ness. He succeeds C. W. Swartz, who 
died last December. 





J. C. Martin With N. Y. Life 


John C. Martin, formerly district 
manager for the New England Mutual 
in Davenport, Ia., has become.a specia 











agent for the New York Life, under 
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Don Parker, agency director at Daven- 
nort. At one time Mr. Martin was fi- 
Fancial secretary of Grinnell College. 
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Spickard to San Francisco 
L. W. Spickard, manager of the De- 






Lips to rec. 



















fer in the management of the brokerage 
and group departments, and L. : 
Sechtman, former brokerage supervisor, 
will become associate to Mr. Luther in 
developing the full-time organization. 





Ziegler to Marshalltown 











uity in hifmtroit agency of the Bankers Life of ° mete 
x behind hifilowa, has been appointed supervisor of H. Z. Ziegler, former district agent 
zht. Judge Mthe San Francisco agency. N. Pa-| of the Central Life of Des Moines at 
fo find oytfimquin, assistant superintendent of agen- Fairmont, Minn., has been named gen- 
uity of thefmcies, is in charge of the Detroit office eral agent at Marshalltown, Ia., in 
years late [pending the appointment of a new man- charge of four counties. 
ey for solv. Mager. 

Six of his H. G. Freeman Is Supervisor 
‘onstructing Luther-Keffer Changes HGF ont d 
r 268 pol. ; ‘ ' _H. G. Freeman has been named super- 
shared inf E-.4: Muller, assistant general agent | visor of the Atlantic Agency of Rich- 

of the Luther-Keffer agency of the | mond, Va., general agent of the Atlantic 

repared by pe Aetna Life in New York City, will be- | Life for Virginia and the District of 
dard under B come actively associated with Mr. Kef- | Columbia. 
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Many Talk at Seattle Meet 








red 

perviser Riehle Heads Interesting All-State Sales 

the Aetna Congress Program—Numerous 

who wil Subjects Covered 

ties as as- 

diene Oe Theodore M. Riehle, president Na- 

se x th ‘tional Association of Life Underwriters, 

Bry ‘ was the feature speaker at the All-State 
full-time Sales Congress at Seattle. He talked 


both at the afternoon session and the 
leading producers banquet. 

C. J. Frisbie, New England Mutual, 
president Seattle Life Underwriters As- 
sociation, welcomed the visitors. 
Dwight Mead, Pacific Mutual Life, 
was general chairman. Lloyd A. Per- 
kins, Travelers, was morning session 
leader. “Planning Tomorrow’s Success 
Today,” was discussed by Joe Habeg- 
gar, Northwestern Mutual, and “Plan- 
ning Helps” by W. E. Sander, Mutual 
Life W. B. Auda, Travelers agent at 
Yakima, talked on “Personal Efficiency 
—What It Means and How to Achieve 
It.” Other speakers were: Ed Wood, 
& Phoenix Mutual, “How I Keep My- 
self Abundantly Supplied With Pros- 
pects”; C. W. Overturf, Penn Mutual, 
Tacoma, “How to Get Information You 
Need About Prospects”; Howard Ries, 
Equitable Life of New York, Everett, 
‘Creating Community Contacts”; Mrs. 
Amy T. Reed, Oregon Mutual, “The 
Endless Chain’; C. K. White, New 
York Life, “The Center of Influence”; 
George Scarvie, Aetna Life, “Personal 
Observation.” 

EH. Carson, general agent State 
Mutual Life, led the afternoon session. 
Earle Zinne, general agent Northwest- 
ern National, and vice-president of the 
Seattle association, spoke. 
Boyd, Aetna Life, discussed 
Proaches that Win Confidence”; E. R. 
VanLeuven, New York Life, Wenat- 
chee, “The Use of Imagination in Sell- 
ing; F. W. Elo, Phoenix Mutual, 
Standardized Selling”; George Adams, 
Sun Life, “My Last Three Sales”; H. 
W. Andrews, Provident Mutual, “Clos- 

ing”; Chet Raymond, National Life of 
| Vermont, Tacoma, “When to Stop 
Talking.” Mr. Riehle concluded the 
afternoon session, 

The leading producers’ dinner was 
Presided over by John F. LaPlant, 

etropolitan Life, who is president of 
the Seattle Life Insurance Managers 
Association, Dwight Mead, associate 
general agent Pacific Mutual Life, was 


Presented with a 25-year service medal 
by his 

















2 company. The _ presentation 
ersity in _ made by Charles C. Thompson, 
: — ™ >¢attle manager Metropolitan Life, 
ith that and a past president of the National 
nce = association, 
ge busi 
tz, who St. P eka 

tonal aul—T. M. Riehle, president Na- 

. teint Pee was guest of honor at 

; seieneas uncheon of the St. Paul and Min- 
ife aa is life underwriters. President 
district ne est Browne of the St. Paul associa- 
istric Pen Presided. More than 200 attended. 
Mutual resident Riehle discussed the aims and 
special accomplishments of the national organi- 





zation. 
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Riehle 


Advises Against “Selling America or 
Life Insurance Short” in Address 
in Chicago 


Business Is_ Better: 








This country is in the second year of 
recovery, rather than still in depression 
as some people think, T Riehle, 
president National Association of Life 
Underwriters, told a joint meeting of 
the Chicago Chapter of C. L. U. and 
Chicago Association of Life Underwrit- 
ers Wednesday. He is winding up an 
air speaking tour on which he has made 
some 40 talks on National association 
ideals and objectives, the part-timer 
campaign and 1935 sales strategy. 

Business is getting better, he said. 
Most of the troubles are already liqui- 
dated or in process. He advised against 
“selling America or life insurance short.” 
He who tries it will surely come a crop- 
per. Forget the past, Mr. Riehle urged. 
“Nobody buys anything yesterday.” 


Urges Getting Excited 


“We have been without benefit of a 
tail wind for a time,” he said, using an 
aviation simile, “but we are beginning 
to get it again. One thing to remember 
is that no airplane can get off the 
ground except under its own power. We 
must have the spirit of evangelists and 
crusaders in life insurance. Let’s get 
excited about it, for in the degree that 
we do so will be our success.” He said 
that agents in the field need a philoso- 
phy and “religion” that will carry them 
safely through the years, and that the 
National association is now working on. 

“Taking punishment is part of the 
job of a life insurance man,” he said. 
“Accept it as such.” 

A. J. Johannsen, Northwestern Mu- 
tual, president of the C. L. U. chapter, 
presided. M. L. Seltzer, Aetna Life gen- 
eral agent, Des Moines, spoke briefly. 


Over Thousand Attend Sales 
Meet of Los Angeles Group 





More than 1,000 attended the all-day 
congress of the Life Underwriters As- 


sociation of Los Angeles. Henry G. 
Mosler, Massachusetts Mutual Life, 
general chairman, presided. “Always a 


Winner,” was. discussed by Rev. James 
Whitcomb Brougher, Jr., of Glendale. 
Vincent B. Coffin, superintendent of 
agencies Connecticut Mutual Life, 
talked on “The Successful Interview,” 
and Chester O. Fischer, St. Louis gen- 
eral agent Massachusetts Mutual Life, 
on “The Missing Link”; Grant Tag- 
gart, Cowley, Wyo., California-Western 
States Life, talked on “Success in Life 
Underwriting”; H. J. Cummings, vice- 
president Minnesota Mutual Life, spoke 
on “KROW,” which spelled backward 
is “WORK.” Theodore M. Riehle, 
president National Association of Life 
Underwriters, concluded the program 
with “Your Place in the Business Re- 
covery.” He said the present day em- 
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THE 





RELIANCE LIFE 
“FINANCIAL STRENGTH 


Behind the field force of Reliance Life is a Company with assets 
exceeding $86,000,000 and more than $400,000,000 of life insurance in 
force. It is not the largest company, but in financial soundness it is 
second to none. 


Reliance assets increased more than $5,000,000 in 1934. Payments to 
policyholders exceeded $10,000,000 and were paid out of income during 
the year. New life insurance paid for showed a gain every month of 1934, 
compared with the corresponding month of 1933, and the increase for the 
year was 31.6%. 


The Thirty-first Annual Report of Reliance Life, just off the press, 
contains this paragraph: “With its excellent financial structure, its efficient 
national organization and complete line of life, accident and health insur- 
ance, designed to fit every human need for financial protection and invest- 
ment, Reliance Life is equipped to take a major part in public service in 
1935 and in the years to come.” 


RELIANCE 
LISS SRE 


COMPANY OF 

PITTSBURGH 
The Columbus Mutual 
OFFERS 


Firs-—LOW COST INSURANCE TO SELL. 











COUNTS 
IN 
1935 













Second—LIBERAL COMMISSIONS FOR SELLING IT. 


(An Unusual Combination) 





Third—IDEAL WORKING CONDITIONS. 





Vested Renewals— 

Unrestricted Territory— 

Automatic Promotion— 

Equality of Opportunity— 

The Right to Build Your Own Agency— 

No one to interfere, dictate or coerce— 

Every influence helpful, inspirational— 

Reward determined not by chance, by guess, 
or by favoritism, but by results— 

The larger the production, the higher the rate 
of compensation— 











You do not have to fight for a better contract— 
You rise to your rightful level without let or hindrance. 








THE COLUMBUS MUTUAL LIFE 
INSURANCE COMPANY 
COLUMBUS, OHIO 
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-.. acredit to the institution 
of life insurance’’ 


th management of the Old Re- 
public Credit Life is endeavoring 
to build a company that will be a 
credit to the institution of life insur- 
ance. It is our desire to handle every 
transaction intelligently and with the 
sincere purpose of doing what is 
best at all times for our policy- 


holders. 


To "do as you would be done by" 
is an old but true saying. It has 
been of immeasurable help in guid- 
ing the affairs of this organization. 


OLD REPUBLIC CREDIT LIFE 


INSURANCE COMPANY 
221 N. LaSalle St. Chicago, Ill. 
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Experienced 


George 
Washington 
Life Insurance 
Company 


Charleston, W. Va. 


Friendly 


Secure 





1935 


CHARLES L. PRESTON 


President 


eS eerie 
An Old Line, 
Legal Reserve Company | 
ocala 
|| For Agency Contract write to: 
|| _ ERNEST C. MILAIR 
Vie President and Manager of Agencies | | - Company 


HOME OFFICE 
PORTLAND MAINE 


Union Mutual 
Life Insurance 


Charleston, W. Va. 

















phasis on economic security is going to 
greatly increase both the popularity and 
the service of life insurance. The gov- 
ernment should provide old age pen- 
sions and assurance against enforced 
idleness that is as far as social insur- 
ance ever will go, and that is where 
life insurance begins to function. 
*x* *k * 


Northwestern Ohio Congress 
at Toledo—Give Sales Hints 


The annual northwestern Ohio sales 
congress was held in Toledo. Raymond 
Rhoads, assistant Ohio superintendent, 
speaking on behalf of Superintendent 
Robert L. Bowen, said the department 
was working hard for the passage of a 
law which would require state exami- 
nations of insurance agents. The To- 
ledo men voiced their approval of the 
plan. Mr. Rhoads said one of the 
greatest menaces in Ohio is the opera- 
tions of 50 outlaw companies, not li- 
censed in the state. 

Other speakers included E. E. Wei- 





mer, John Hancock Mutual Life agent 
at Marion, O.; Eric Johnson, associay 
general agent Holgar Johnson agen 
of the Penn Mutual, Pittsburgh; Pay 
Speicher, Research & Review Service 
Indianapolis; C. Vivian Anderson, pag 
president National Association of Lif 
Underwriters, Cincinnati; Ray Hodges 
president of the Ohio association, (ip. 
cinnati, and Warren Johnson, Prudep. 
tial, Cleveland. 

Mr. Weimer said consistent sales ¢f. 
fort is required to get business. He 
said a man who makes 10 calls a day 
cannot fail to write two policies a week 
Mr. Johnson urged the group to take 
advantage of the constant flow of pub. 
licity in regard to all manner of f. 
tirement plans to sell life insurance 
ideas. Mr. Hodges said that through 
the state association insurance men are 
able to influence legislation, acquire 
publicity and cooperate in educating the 
public to insurance. Mr. Anderson said 
that if every citizen carried life insur. 
ance alms houses, old age pensions and 
social insurance schemes could be 
scrapped. 














SOLICITOR TO BE SENTENCED 


Sentence will be passed April 1 on H. 
R. Phillips of Kew Gardens, L. I., who 
was found guilty by the court of special 
sessions, Borough of Manhattan, of sol- 
iciting and selling policies in outfits not 
authorized in New York. The New 
York department started the action 
against Phillips. He was charged with 
having sold certificates in about 30 out- 
fits such as the National Aid Society of 
Indianapolis, Frontier Mutual Life of 
Pueblo, Colo., Protective Association of 
Denver, Lincoln Aid Association of 
Delaware, etc. 

* * 
BROKERS BILL PASSES 


Both houses of the New York legisla- 
ture have passed the bill providing that 
no insurance broker’s license be issued 
to a person unless he has passed the 
course of insurance in schools recog- 
nized by the Insurance Society of New 
York or the Insurance Institute of 
America or he must file with the super- 
intendent an affidavit that he has been 
employed for reasonable duties by an in- 
surance company for not less than one 
year. The bill was sponsored by the 
brokers’ associations in New York City. 

x *k x 
W. J. PEDRICK, GENERAL AGENT 


The Equitable Life of New York has 
appointed William J. Pedrick & Co., 
with offices in the Empire State build- 
ing, New York, a general agent in the 
Metropolitan district. Captain Pedrick, 
for the past 16 years has been in charge 
of the active management of the Fifth 
Avenue Association, and has been its 
president since 1931. He resigned his 
active management of the association’s 


AS SEEN FROM NEW YORK 


By R. B. MITCHELL 





but the directors unanimously elected 
him president for a new term in rec. 
ognition of his services to business and 
realty interests in the Fifth Avenue 
section. 

John T. Balfe and James F. Hayes 
are associated with Captain Pedrick, 
Mr. Balfe, as vice-president and gen- 
eral manager, has a long record of 
achievement in the insurance business, 
In 12 years of insurance work, he has 
personally handled upwards of $15,000,- 
000 of life insurance. 

Mr. Hayes, the secretary-treasurer, 
has been associated with Captain Ped- 
rick in the Fifth Avenue Association 
for the past seven and one-half years, 
and for 11 years has specialized in or- 
ganization, promotion and public rela- 
tions activities. Mr. Balfe and Mr. 
Hayes are both graduates of the Uni- 
versity of Notre Dame. 


Joins E. W. Snyder Agency 

W. F. Spackman has been appointed 
supervisor of agents by E. W. Snyder, 
Massachusetts Mutual general agent at 
Cleveland. He started in 1923 with the 
E. A. Woods agency at Pittsburgh. After 
nine years with the Equitable Life in 
that city, he joined the Herman Moss 
agency of the Equitable of Cleveland, 
where for two years he was supervisof 
in charge of agents’ training. 


Giles J. Cain General Agent 


Giles J. Cain has been named general 
agent by the Ohio State Life at South 
Bend, Ind, and vicinity. Mr. Cain 
was associated with the United Mutual 





work to enter the insurance business, 


for three years. 





The United SixWay 
All in ONE POLICY: 


IF YOU DIE BEFORE AGE 
Ie ANY 


oP pepe 


IN ADDITION: 
6. IF YOU 


8 
continued 
the FULL FACE VAL 











Men Wanted — Reliable and Trustworthy Men To Sell 


IF YOU LIVE TO AGE by op ade = you 
: FATAL ACCIDENT should occur to y 

family $10,000. 

gy CERTAIN FATAL ACCIDENTS should occur to you—Iit will pay your 


tA 
IF ACCIDENTAL INJURY should totally incapacitate 
WEEKS, and 


you $50.00 per WEEK for an pe 

This pays for ONE DAY, ONE WEEK, ONE YEAR or for 
(Non-Cancellable) 
(Non-Proratable) 


BECOME TOTALLY AND PERMANENTLY DISABLED—you 
will be relieved of the necessity of paling 
its. Then at age 65 you will receive $5,000, just 
to make deposits yourself. 
of the Policy will be paid to your family. 


GENERAL AGENCY AND DISTRICT MANAGER OPPORTUNITIES 
AVAILABLE. 


Write—Agency Departm 
UNITED LIFE AND ACCIDENT 
Concord, New Hampshire 


Protection Contract 
35,000, 
pay your family $5,000. 
‘ou—4 


it will pay your 


will pay 
EK thereafter. 
LI¥B. 


further premium de- 
as though you had 
In the event of your prior death 
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> NEwsS ABOUT LIFE POLICIES 





Policy Literature, Rate Books, etc. 
‘cest” and ‘Little Gem,’’ Publish: 


PRICE, $5.00 and $2.00 respectively. 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the ‘Unique Manuale 
ed Annually in May and March respectively. 





jlo Hancock’s Rate Scale 


New 3 Percent Schedule and Dividends 
Are Announced to Field 
This Week 








The rates and dividends of the John 
Hancock Mutual Life on the new 3 
percent policies are bulletined _to the 
field this week. The new scale is: 


Prov. 
20 20 End. Pref. Extra 
Pay. End. 65 Risk Prem. 














seers 


seeee 


teers 


51.62 57.55 62.12 9 


| 49.31 55.64 60.66 86.05 45.63 
ee ; 2.1 3.61 47.74 
| a 54.08 59.60 63.73 102.50 49.98 
| Sa 56.70 61.80 65.49 113.08 52.37 
ee 2 BS eee eee 
|| 62.52 66.68 
es 65.74 69.38 
ae 69.19 72.31 
BUS 6666 72.89 75.46 
| TG87 .... 
ee 81.15... 
ee 85.75 
eee 90.71 
ee 96.06 
-—-Dividends End of Year-—~ 
Endowment at 85 
Age 2 5 10 15 20 
mcd. . 2s $3.18 $3.42 $3.86 $4.39 $4.99 
ae 3. 3.55 4.10 4.72 5.44 
30....... 3.37 3.73 4.38 5.14 5.99 
eects e 3.51 3.95 4.75 5.65 6.64 
1A SMS 3.70 4.23 5.20 6.26 7.38 
| oe 3.94 4.59 5.75 6.97 8.21 
OM crargpeerer 4.27 5.06 6.42 7.80 9.15 
ee: 4.72 5.66 7.24 8.78 10.25 
ila cucre 5.34 6.45 8.2 9.99 11.80 
eee 6.20 7.51 9.61 11.81 14.96 
20 Payment Life 
26 Pecan 3.62 4.16 5.20 6.43 7.91 
| ae 2 4.31 5.45 6.81 8.42 
eS 3.83 4.49 5.75 7.24 9.01 
. Se 3.96 4.69 6.09 7.73 9.65 
Be ice 12 4.94 6.48 8.26 10.35 
| ee 4.33 5.24 6.92 8.84 11.07 
ees 4, 5.60 7.42 9.44 11.81 
ee 5.45 6.65 8.66 10.74 13.36 
20 Year Endowment 
Be teres otters 4.53 5.68 7.92 10.60 13.84 
| RRES 4.54 5.69 7.92 10.61 13.85 
ee a 4.55 5.71 7.94 10.62 13.86 


3.75 4.56 6.49 6.55 
3.97 4.97 6.10 1.34 
4.27 5.51 6.85 8.26 
4.70 6.20 7.76 9.33 
5.30 7.08 8.86 10.52 
Endowment at 65 
| ar $3.45 $3.88 $4.70 $5.66 $6.81 
25 ta 8.62 415 5.17 6.38 7.81 
he 3.85 4.52 5.81 7.34 9.15 
BB. 4.16 02 «6.68 11.00 


Mutual Benefit’s New Rates 


Schedule of Annuity Purchase Prices Is 
Modified and Contract Forms 
Are Revised 








The Mutual Benefit Life announces 
new annuity forms and annuity rates, 
effective April 1. According to J 
Thompson, vice-president and mathema- 
tician, the new forms eliminate the pro 
rata payment for the period between the 
date of death and the date of the last 
regular annuity payment preceding 
death, and show other minor changes 
from the annuity contracts formerly 
written by the company. 

A new contract now to be issued for 
the first time by the Mutual Benefit is 
a cash refund deferred annuity with an- 
nual premiums. The new annuity rates, 
which have been developed on the con- 
ference basis, are at quinquennial ages: 


Immediate Annuities (Male) 
$10 Monthly Income 









Opportunity for managers 






















in y 


Desirable Territory 


| pers qualified men there is a liberal and profit- 

able manager’s contract. The men chosen will 
work under the direct supervision and assistance 
of the Home Office. They will be given every pos- 
sible help to insure their success with this strong 
30 year old company. 


This company writes all complete and modern 
forms of life insurance at a low net cost. Policies 
include participating, non-participating, disability 
and double indemnity. 


If you are interested in a manager's contract that 


offers a real opportumity write D9 nosser Zl 


S. M. Cross, President 
Columbia Life Insurance Co. 


Single Pr. 

Def. Life 

Life Cash Ref. Ann. at 65 
$2,822.64 $2,942.16 $ 164.00 
2,711.64 2,841.72 198.80 
2,584.56 2,729.28 241.60 
2,440.80 2,604.48 294.70 
2,280.00 2,467.80 361.70 
2,103.24 2,320.08 448.00 
1,912.56 2,162.76 562.30 
1,710.96 1,997.2 720.20 
1,503.36 1,826.64 950.50 
1,295.52 PAGeaS 2 Wetec 
1,093.68 Tae: .. ,.. cmaanas 
904.32 Tt écKoe 
732.72 eee?! re ere 
582.60 py, Sane 


Cincinnati, Ohio 


Tims 





S. P. Cash Refund Life 
Annuity of $10 Month (Male) 


55 60 65 
BO. vse --$ 452.20 $ 308.70 $ 198.30 
y | EN ae 552.3 378. 244.50 
BQ. cc seeee 676.30 465.90 302.90 
BOs sa'e'eje0' 830.80 575.60 376.80 
ee 1,024.80 714.60 471.50 
| Soe 1,270.70 892.20 594.10 
BOs «6:0 ne 1,588.30 1,121.70 754.70 
Micascceus aeacees 1,424.70 967.40 
OO. Sed Meee eeeee 1,256.30 


Deferred Life Annuity (Male) 


No Refund, Annual Premiums 
$10 Monthly Income 


20... cece $ 2066 $ 13.07 $ 7.87 
ae 27.22 16.94 10.09 
Bcc scccss 36.94 22.42 13.15 
ee 52.10 30.54 17.52 
40....00.. 78.6 43.42 24.07 
, Ee 134.28 66.09 34.56 
re 312.02 114.03 53.27 
Biivcccoces ‘secene 268.55 93.36 
OG. 5. eb we td Reeder eects 224.37 


Cash Refund Deferred 


Life Annuity, Annual Premiums 
$10 Monthly Income 


Serre $ 2417 $ 15.84 §$ 9.97 
| 32.03 20.72 12.96 
| Ae 43.65 27.67 17.12 
| re 61.98 38.01 23.11 
ae 94.02 54.47 32.13 
BBvcssccse 161.35 83.45 46.64 
re 378.70 144.88 72.51 
re oeeree 345.19 127.87 
Cereal) seduae 9. “cewnens 311.39 





Sun Life’s Dividend Scale 


New Schedule for 1935 with 20-Year 
Totals and Nets Is Announced 
This Week 








its 1935 
The 


The Sun Life announces 
dividend schedule on life policies. 





@ SELL Accident and Health 
Insurance 


The Accident and Health Review 


tells you how, gives you new sales ideas ond sug- 
o 'e news, court decisions, etc., ete. 


Send 8c in stamps for sample to A-1946, 
Insurance Exchange, Chicago. _— 
















































Massachusetts Mutual 


a synonym for 
quality and excellence 
in 
Life Insurance 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 
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COLD CANVASS 
COLD INTERVIEWS 
CHILLY RECEPTIONS 
FROZEN PROSPECTS 


The chances are that the sales- 
man who thaws out the frozen 
prospect has a complete line of 
policy contracts backed by attrac- 
tive supplementary plans. Cen- 
tral States policies anticipate the 
prospect’s needs. That’s the 
reason the C. S. L. rate-book 
ranks with the best on the 
street. 

The many Central States “ex- 
tras,” including surgical bene- 
fits, income disability, a $100 
check a part of each contract, 
special plans, and registered 
policies, all stand ready to make 
your selling job easier by put- 
ting more life in your inter- 
views. The Central States rate- 
book helps you sell; it stands 
by you in a pinch; it is a loyal 
coworker with an answer for 
every objection. 


Address agency inquiries to 
J. DeWitt Mills, Vice-Pres. 


CENTRAL STATES 


LIFE INSURANCE COMPANY 
SAINT LOUIS = GEORGE GRAHAM, PRES. 


























THE LAFAYETTE 
LIFE INSURANCE CO. 


WwW. W. Lane, F. L. Alexander 
Secretary President 
W. R. Smith, Field Vice-President 
LAFAYETTE, INDIANA 








scale, with 20-year totals and _ net 
costs 1S: 
Ordinary Life 

c———End of Year———_, 
Age 2 5 10 15 2 
BOs § & dice $3.28 $3.51 $4.01 $4.61 $5.35 
_ ES Are 3.56 3.83 4.43 5.15 6.01 
ee 3.91 4.24 4.97 5.81 6.82 
ae 4.26 4.66 5.52 6.51 7.66 
Re 4.62 5.10 6.12 7.27 8.57 
es ot oo: a0 8 5.08 5.66 6.86 8.17 9.61 
RAS 5.59 6.27 7.66 9.14 10.71 
Sa 6,20 7.00 8.60 10.24 11.91 
Bins ag 005058 6.94 7.87 9.68 11.46 13.20 

20 Year Totals 

Age iv. Age Div. . Net 
20..$ 79.76 $300.24 45..$137.01 $ 640.99 
25 88.40 366. 50.. 152.72 788.28 
30 99.21 384.79 55.. 170.84 988.16 
35 110.41 447.59 60.. 191.23 1,261.77 


20 Year Endowment 


A 2 5 10 15 20 
_ Se ee $3.75 $4.80 $7.22 $10.31 $14.34 
| aa 8.93 4.99 7.41 10.49 14.52 
Ope eees 4.17 6.23 7.64 10.71 14.76 
_) Sasser 4.42 5.48 7.89 10.94 14.98 
Eee 4.65 6.72 8.12 11.15 15.19 
| AL 97 6.04 8.42 11.42 15.47 
oS Aer 5.84 6.93 9.28 12.14 16.20 
20 Year Totals 
Age Div. Net Age Div. . Net 
20..$157.15 $816.85 40..$173.83 $ 881.17 
25....160.68 822.37 45.. 179.40 931.60 
-. 165.03 831.97 55.. 194.67 1,143.33 


- 169.58 850.42 
Endowment at 65 


5 10 15 20 
$3.32 $3.62 $4.30 $5.14 $6.19 
3.66 4.04 4.88 5.92 7.22 
4.07 4.55 5.61 6.90 8.52 
4.50 5.11 6.46 8.11 10.17 
4.78 5.57 7.33 (9.48 12.25 
4.97 6.04 8.42 11.42 15.47 
7.71 10.42 16.28 .... eee 





20 Year Totals 


Age v. Age Div. . Net 
20..$ 86.88 $354.12 35.. 132.78 $ 584.20 
25.. 99.138 408.87 40.. 152.56 724.44 
30.. 114.5@ 482.50  45.. 179.40 931.60 
20 Payment Life 

Age 5 10 15 20 

_ $3.23 $3.68 $4.72 $6.02 $7.68 
| A 3.64 4.15 5.31 6.75 8.59 
BEES 4.04 4.62 5.91 7.51 9.55 
eee 4.43 5.08 6.52 8.29 10.53 
, aa 4.80 5.53 7.12 9.06 11.51 
| Seer 5.19 5.99 7.74 9.84 .50 
EER oe 62 6.50 8.40 10.64 13.49 
aL A a ie 6.14 7.11 9.13 11.47 14.51 


20 Year Totals 


Age Div. Age Div. . Net 
20..$ 97.86 $464.14 40..$147.14 $ 687.86 
25.. 109.90 504.1 45.. 159.75 784.25 
30.. 122.26 551.74 50.. 172.90 910.10 
35.. 184.78 612.22 55.. 187.20 1,080.80 


90th Anniversary Campaign 


Mutual Benefit Agents in 90 Day Ef- 
fort for $90,000 Each to Attend 
Outing April 12-13 








Agents of the Mutual Benefit Life 
are taking part in a 90th anniversary 
campaign in an effort to qualify for a 
two-day outing and special convention 
to be held at White Sulphur Springs, 
W. Va., April 12-13. The goal for each 
producer is $90,000 of paid business in 
90 days. 

A number of home office officials are 
expected to attend the gathering and 
speak on sales and inspirational sub- 
jects. The company has arranged a 
special rate at the Green Brier and is 
to pay a substantial portion of the 
agents’ expenses. In order to make 


most earnest agents, a requirement is 
that the agents also pay a portion of the 
cost. Only the 90 leading agents will 
be selected to attend. 


Stockholder Strikes at 
Texas Robertson Law 


Judge McMillan of the federal dis- 
trict court of San Antonio has refused 
to convene a three-judge tribunal to 
pass on the constitutionality of the 
Robertson law in Texas. He over- 
ruled a motion of attorneys of R. H. 
Matthews of McAlester, Okla., request- 
ing that a move of this kind be made. 
Mr. McAlester owns 25 shares of Aetna 
Life stock and asked that the state of 
Texas be restrained from collecting an 
annual occupation tax which amounted 
to $85,446 for 1934 from the Aetna 
Life. The tax is collected under the 
Robertson law, which provides that 
non-state companies pay a 3 percent 
tax on their Texas business. Domestic 
companies are not required to pay such 
a tax. Mr. Matthews declares that the 
law violates the constitutional provision 
that taxes will be uniform and equal. 
A bill amending the Robertson law is 
now pending in the Texas legislature. 


Gives Dinner for Cleary 

. L. Woodward, general agent 
Northwestern Mutual Life, Detroit, 
gave a dinner in honor of President M. 
J. Cleary at which 60 agents from De- 
troit, Grand Rapids, Flint, Saginaw, 
Ann Arbor and other points in Mich- 
igan were present. 

Among the speakers were: Ed Young 
of Jackson; Gain Stinson, general agent 
at Flint; Roy Bryant, general agent at 
Kalamazoo; Merritt Mason, general 
agent at Toledo; and Charles Beck, 
chairman of the standing committee of 
Association of Northwestern Agents. 


May Mutualize Company 
DENVER, March 28.—Depending 
upon the ultimate decision of the in- 
surance commissioner, it has been ru- 
mored that that the solvency law, re- 
lating to domestic companies and passed 
during the last session of the legislature, 
will cause the American Life to be 
mutualized, with liens placed on pol- 
icies. At present, the solvency law is 
in effect, but there is a movement in 
the legislature to repeal it. This new 
bill has been printed but no action has 
been taken on it, and with the legislature 
scheduled to adjourn next week, it ap- 
pears as if the bill might be automat- 
ically killed. - 


E. D. Jones Is Dead 


E. D. Jones, 65, secretary of the 
Northwestern Mutual Life since Oct. 
17, 1923, died at his home in Milwauee 
at the age of 65 after an illness of sev- 
eral months. He was born in Milwau- 
kee and after completing his education 








attendance selective, confining it to the 


became an auditor for the Milwaukee 








President F. L. Brown 
Rockford Life Insurance Co. 
Rockford, Illinois. 


Dear Sir: 











Rockford Life Has a Message for You 


It Concerns Contract Direct 


With the Company 


SEND ME THE MESSAGE 


POPPE OOOO eee EE OEE EEE sees EE eEEEEESEeeeEeseS 
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railway. On March 1, 1891, he became 
connected with the secretary’s depart. 
ment of the Northwestern Mutual, He 
was madé assistant secretary in 19% 


Death of F. D. Chinnock 


Frank D. Chinnock, vice-president 4 
Sisley & Co., general agents of the 
Travelers in New York City, died 
March 23 in Conway, S. C,, at th 
age of 47. He had been with the Tray. 
elers for more than 20 years. His firy 
business connecttion was with the ojj 
Casualty Company of America. 





YOU CAN ALWAYS BANK 
ON THE BANK CLOCK 


Every one is a prospect for Life Insur- 
ance. Talk to them in their own lan. 
guage. Show them that by saving a 
coin each day they can buy protection. 
Use the Electromatic Bankclock as a 
tangible means to secure an interview. 
And the sale will follow. 

Electric Bankclock buzzes every 24 
hours requires deposit of Dime or Quar- 
ter to stop buzz. 


More details on request. 


Special Price $9 95 — 


Plus 15c postage Eastern States, 

plus 25c postage Western States, 

Terms Cash with order or C. 0. D. 
with 25% Deposit. 


BANKCLOCK CO. 


810 Prospect 4th Bldg. Cleveland, 0. 

















“Sweetest Income 
in America” 


HAT’S what a “big time” 
life underwriter said of the 
side commissions obtainable 
from selling income protection. 


Increasing Life writings at the 
same time you sell income pro- 
tection depends on a plan. 


Our book “The Sweetest In- 
come in America,” outlines this 
plan now in successful opera 
tion in a number of Inter- 
Ocean Agencies. 


If you are interested in an 
H & A connection with us, 
write for this booklet. 


Inter-Qcean Casualty Co. 
12th Floor American Bldg. 














Cincinnati, Ohio 
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CLEVELAND, March 8. — 
thoughts on the stability of life insur- 
ance and a wealth of workable sales 
ideas were brought out at the spring 
sales congress of the Cleveland Life 
Underwriters Association. 

Manuel Camps, Jr., Boston, general 
agent Penn Mutual, gave a practical 
talk on “What Price Organized Sales 
Talks?” He stressed the importance of 
carrying a sales presentation through to 
a proper close. Timidity too often 
stops the agent from asking the big 
question. The agent shouldn’t be 
afraid to ask them to buy. 

Mr. Camps warned against the con- 
fusion which too many sales presenta- 
tions may cause. Regardless of how 
well memorized a discussion may be, 
there is always the problem of which 
one to use. He advocated using only 
three sales talks and knowing them 
well. He also advised the memorizing 
of a first sentencce which can be used 
as an effective lead. This method, he 
said, had produced successful results 
in his own office. 


Either Salesman or 
Prospect Makes Sale 


Mr. Camps likened the sales dis- 
cussion to a competition in which either 
the salesman or the prospect made a 
sale. It is up to the agent to make 
more sales than his prospect. The agent 
sells himself through two mediums, (1) 
his appearance, and (2) what he has to 
say. The personalized approach is most 
successful, talking in terms of the pros- 
nect’s own family, his ambitions and 
welfare. The agent should offer sales 
assistance rather than sales persistence. 

There are three basic objections, in 
general, to life insurance—they can’t 
pay for it; can’t pass the examination; 
or don’t need it. In recent years many 
have claimed salary cuts in varying 
amounts to indicate their inability to 
take out insurance. They are often an- 
tagonistic over the cut,whether it means 
any real privation or not. A good plan 
then, is to show such prospects what 
their present insurance would produce 
i income to their beneficiaries if they 
died. Indicate just what a cut that 
would be to them and compare it to the 
cut or cuts they have taken in their 
employment. 


Organized and Consistent 
, Selling Gets Results 


“If you are thoroughly organized 
and prepared, you can sell life insur- 
ance,” declared Mr. Camps. “It is 
then only necessary to see enough pros- 
pects daily and make your sales pres- 
entation. And when you have won 
their attention and interest, carry your 
Story through to the close rather than 
putting off this necessary wind-up. You 
have to ask them for their money, any- 
Way, so why not shoot the works in 
the first interview when you have them 
Wrapped up in your story. Above all, 
don’t use’ technical language. They 
won't buy what they can’t understand.” 

President E, B. Fisher outlined the 
Proposed Ohio law to check the sales 
activities of unlicensed companies. 

rank L. Jones, vice-president Equit- 
able of New York, spoke on “Factors 
of Change and of Stability.” He pointed 
out the great stability insurance dem- 
onstrated during the recent depression. 
€ emphasized that life insurance com- 
gs Were not strong simply because 
: «ir investments but rather be- 
ause of their ability to pay claims. 

nsurance companies are not gov- 





mand or profit and loss in the same 
category as other business. Rather, life 
insurance is based on strong scientific 
principles which give the average span 
of life and other facts necessary to 
rates and policies. These facts and 
figures are so well founded that va- 
riations over a period of time are al- 
most negligible. But the companies 
even go farther than that and require 
physical examinations. This gives them 
a superior classification. 


Must Get Down to 
Fundamentals in Selling 


“In our selling,” said Mr. Jones, “we 
must get down to the foundation of 
things. Talk in terms of great stability. 
Life insurance has demonstrated its 
position when banks and other business 
have failed. Ask your prospect what 
in his opinion is the reason for the con- 
stant ability of life insurance to meet 
its obligations. Get comparative state- 
ments and thoughts to bring out its 
true value.” 

_A pantomime playlet, “The Magi- 
cian,” written by Olivia Orth, was pre- 
sented. It portrayed living scenes of 
comfort and happiness in the family 
provided by insurance, and contrasted 
conditions of distress where no security 
had been provided. The silent char- 
acters of the scenes worked in panto- 
mime behind a transparent screen while 
a magician interviewed an insurance 
agent in his office out front and di- 
rected the actual living pictures for his 
enlightenment. 

Dix Teachenor, Kansas City Life mil- 
lion dollar producer, Kansas City, Mo., 
discussed “Insurance Tips,” bringing out 
a varied assortment of practical sell- 





ily are effective. 


Firm Believer in 
Right Mental Attitude 


“T sell incomes,’ Mr. Teachenor said, 
“and I follow up my clients to deter- 
mine if changing conditions bring any 
new needs or changes in policies. I 
am a firm believer in the right mental 
attitude. You must make a good many 
interviews and if the presentation is 
right, the law of averages will assure 
results.” 

With particularly tough prospects, 
Mr. Teachenor says he analyzes the in- 
come available to dependents from 
present insurance and then points out 
that it was not even up to the NRA 
minimum of $15 a week. 

“I find rainy days are good for my 
business because I can get over the 
story better. I believe in having a 
goal to shoot at and I have a quota of 
both monthly and weekly business.” 

Mr. Teachenor stressed the value of 
a large number of sales because it keeps 
up the morale and keeps the agent in 
good closing form. Carrying around a 
list of people he has paid money to, 
he said, is a definite help in getting 
business. A daily route sheet saves 
time. Mr. Teachenor stated that he 
always left three months supply of 
ready money in the bank to take care 
of all his needs so that he can divorce 
his thoughts entirely from his own 
problems. He points out the advantage 
of present low interest rates in selling 
insurance. As such interest rates go 
down the intrinsic value of income or 
life goes up. He stated that short, con- 
crete illustrations are very effective in 
making a sale. 





Advises How to Overcome 
Known Attitudes of Prospect 





By RALPH E. RICHMAN 


Bernard Vise, representative of the 
Imperial Life in Toronto, speaking at 
the meeting of the London Life Under- 
writers Association in London, Ont., 
said the agent must build his sales ef- 
fort upon these known attitudes of the 
prospect: Fear of the stranger, fear of 
a strange subject, a belief that old age 
and death are a long way off, a resist- 
ance against being sold, a belief that 
buying life insurance means spending 
money. 

Because people are afraid of strang- 
ers, Mr. Vise believes an agent should 
consciously set about to build prestige 
and confidence in himself as an agent 
and to become well and _ favorably 
known. He is a consistent advertiser 
in publications reaching groups he 
wants to have know him and for years 
he has used the Estate-O-Graph, the 
monthly life pictorial of THE NATIONAL 
UNDERWRITER Company, in Toronto. He 
said he was amazed to find many agents 
who were not socially conscious and 
who did not know how to prospect by 
taking advantage of social contacts 
without violating the rules of good 
taste. He advised getting into organ- 
izations but keeping out of official posi- 
tions in them. 

Because life insurance is a strange 
subject and one in which most pros- 
pects are likely to feel lost at best, it 





is essential that the salesman keep his 
sales talk in simple terms, using the 
language of the prospect and particu- 
larly when advancing figures, put them 
down on paper and go over them sev- 
eral times. Fear of the strange subject 
disappears when the prospect believes 
he understands the subject. To get 
the prospect into that frame of mind, 
the agent must depend more upon 
achieving clarity than upon the art of 
persuasion. 

The salesman who goes into the 
prospect with the grim determination 
that he is going to get the prospect 
to make some certain, definite commit- 
ment is not giving himself an easy road 
to a sale, says Mr. Vise. The salesman 
should approach the prospect with the 
thought that he is going to persuade 
and that he may also be persuaded. 
That is, the salesman listens to the ob- 
jections and to the statements of the 
prospect, allowing himself to be per- 
suaded oftentimes as to just what fits 
the needs or wants of the prospect. 
When the persuasion of the prospect 
and the agent has brought them to 
common ground, the sale is made. Mr. 
Vise believes that many more sales 
would be made if the salesman started 
talking to the prospect with the thought 
that neither was in a combat seeking 

(CONTINUED ON NEXT PAGE) 








writers Association’s sales congress. 
“Selling methods in 1935 are no dif- 
ferent than they were in 1925 or will be 
in 1945 because the needs for life in- 
surance are the same and will be the 
same,” said J. E. Fitzgerald of San 
Jose, Fidelity Mutual Life producer. He 
urged a change in mental attitude re- 
garding economic conditions from “it 
can’t be helped” to “it can and will be 
helped.” A successful salesman is able 
to speak the prospect’s language and 
then “lead them into life insurance.” He 
urged a proper knowledge of the busi- 
ness because without this knowledge, 
the underwriter can not be self-confi- 
dent. In order to improve his selling 
talk Mr. Fitzgerald once made a phono- 
graph record of it and upon hearing it 
he realized the necessity for improve- 
ment. He urged that a record be kept 
of every call, every interview and that 
this record be reviewed on the corre- 
sponding day of the succeeding year. 
Characterizing action as the missing 
link in life insurance success, Chester 
O. Fischer, St. Louis general agent 
Massachusetts Mutual Life, said: “You 
cannot plow a field by turning it over 
in your mind and you cannot get a base 
hit with the bat on your shoulder. Life 
insurance,” he added, “is essentially a 
business of action.” He urged time 
control and a balanced program. 


Taggart Tells Methods 


Grant Taggart, California-Western 
States Life, compared the opportunities 
in life insurance with those of other 
lines. ‘No business in the world holds 
the opportunities that life underwriting 
does to the man who is willing to pay 
the price in hard work,” he declared. 
He told of the records kept of his busi- 
ness and how he compares the records 
of each three months period with the 
preceding three months and strives for 
a gain in each period. He warned his 
audience to get out and work because, 
he said “while the old agents are think- 
ing about the depression and waiting 
for it to end, the young agents are out 
getting the business.” Stressing the 
necessity for service and the desire to 
serve he said: “Forget absolutely the 
paltry commission that might come at 
the hands of doing business but hon- 
estly keep in mind the opportunity for 
doing service.” 


Importance of Contacts 


He urged the underwriters to “com- 
mercialize on the spirit of doing things, 
on the enthusiasm that comes from ac- 
complishments.” He stressed the im- 
portance of contacting people. “The 
most successful men in their chosen 
line of work are usually the easiest men 
to talk to about life insurance. You 
do not have to be highly educated to 
succeed and you do not have to know 
everything there is to know about life 
insurance.” There is a place for you 
all if you are willing to pay the price 
in hard work. You must be thorough. 
You must be natural. To be successful 
we must forget among the side lines 
that can so easily attach themselves to 
the business of selling life insurance. 
Seek one thing in life and especially in 
this business and you will be success- 
ful. You have to live this business, 
sleep it, eat it and love it in order to be 
successful in it.” 

H. J. Cummings, vice-president Min- 
nesota Mutual Life, told of the result of 
research as to the amount of work re- 
quired to attain certain results. An 
agent will get 15 applications in the 
course of every 100 sales presentations. 
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LIFE INSURANCE ASSOCIATION 
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That even during the moratorium the 
average did not drop much, being 13.3 
applications in the course of each 100 
sales presentations. Therefore, he said, 
an agent can figure exactly how much 
he will make by the amount of work 
he puts in, the number of sales presen- 
tations he makes. He said that in order 
to succeed he should quit thinking 
about it and get himself a way to get 
names, develop a fixed habit sales 
presentation and use it and figure ex- 
actly how many times he had to tell 
that same story a week or a month to 
make the desired income. 


Advises How to Overcome 
Prospect’s Known Attitudes 


(CONT’D FROM PRECEDING PAGE) 


to push the other anywhere but that 
both were seeking to find, if possible, 
a common meeting place. 

Because men always feel that old 
age and death are a long way off, the 
agent must use examples to bring the 
imminence of these events before the 
prospects. “How old is your father? 
Could he use $100 a month today?” 
Oftentimes these two questions bring 
old age vividly before the prospect. 
Learn before the call who are some of 
the older people the younger man may 
know and use them for examples. Mr. 
Vise serves in Toronto on the Mother’s 
Allowance Board and says that the 
board receives many letters praising its 
work and telling what $20 a month per 
child means to the mother. This regu- 
lar reminder to Mr. Vise is used to 
emphasize the value of life insurance 
for many a man who would sneer at 
$20 a month per child for his own fam- 
ily but who has not provided that much 
in his life insurance in the event that 
he passes out of the picture. 

Because men have resistance against 
being sold, it is necessary for the sales- 
man to make them want the salesman’s 
product. Mr. Vise believes that want may 
be made powerful enough to bring ac- 
tion by getting men to see that life in- 
surance will destroy or remove some- 
thing which they hate. Thus, all men 
hate suffering, the suffering of men in 
old age, the suffering of widows and 
children. Show them what they hate 
and then show them how they may 
frustrate what they hate through life 
insurance. Many life insurance agents 
may have their case readv to close and 
then lose it because they do not give 
the prospect the opportunity to buy 
minus the feeling that he is being sold. 
Respect the feeling of the prospect that 
he resists being sold and let him buy, 
says Mr. Vise. 


Saving Not Spending 


Finally, because men believe that 
buying means spending, the agent 
should use much of his time to show 
that buying insurance is essentially sav- 
ing. The agent may show that the 
premium of the first few years is all that 
is really spent and that from a given 
date the policy accumulation is as great 





Seek Insurance Liquidation 
Chapter in Bankruptcy Lg 


NEW YORK, March 28.—The ¥j 
York department has prepared a 
posed amendment to the national }; 
ruptcy act, adding Chapter 9 relating 
“conservation, liquidation and reorgg 
ization of delinquent insurance cop 
nies.” Superintendent Van  Schg 
points out the delay and waste atte 
ing the existing practice of having 
ceivers for delinquent companies 
pointed in each of the states in whig 
an unfortunate company may have 
erated, and stresses the necessity for 
special act governing the matter. 








as the annual deposit. Carrying oy 
the savings thought, Mr. Vise cop 
pares the insurance company to a bank 
and in addition to emphasizing the pay. 
ments in event of death, dwells, upg 
the mail notice to make the regular ¢. 
posit, the phone call from the office j 
the deposit is not then sent in, the pe. 
sonal call in a final effort to prevent th 
man who is making his saving 
from defaulting. Mr. Vise points oy 
that insurance employs many peopk 
who do all of these things to serve th 
client of the insurance bank. And in 
order further to discourage any defau} 
in the program, the insurance bank set 
up a penalty for any withdrawal withir 
the first three years. The insurane 
bank knows that it is too easy to write 
checks and withdraw whatever ha 
been placed in the savings account 
Once a habit is established for three 
years, it has a good chance to live. And 
then finally, the insurance bank wil 
take care of all future deposits in the 
event that disability destroys the earn 


ing power of the depositor. 


Repeal Valuation Provision 


ALBANY, March 28.—Governor 
Lehman has signed the insurance de. 
partment bill regarding the valuation of 
assets of insurance companies. The bill 
repeals the emergency -legislation of 1933 
which permitted the companies to value 
the securities at the purchase price in 
exchanging them for the betterment of 
their portfolios. Superintendent Van 
Schaick issued a ruling last December 
to the same effect. 








AGENCY ORGANIZER 
WANTED 


Man with experience to organiz 
agency force in a southern state 
for a southern company. 


References and a record of results 
required. 
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FRANK M. SPEAKMAN 
Consulting Actuary 


Associates 
Fred E. Swartz, C. P. A. 
E. P. Higgins 
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WANTED 3 


Agency Supervisor for the St. Louis Agency of one o 
the largest, oldest and strongest companies with Home Office 


Candidates should be between 30 and 40 years of age 
with a successful record of personal production, have thor- 
ough knowledge of training men and ability to do joint work 


Salary and bonus according to production. 
When replying give full details including past business 
connections. All replies strictly confidential. 
BOX 57, NATIONAL UNDERWRITER 




















ALEXANDER C. GOOD 
Consulting Actuary 
Cextral Missouri Trust Company Bldg. 
Jefferson City, Missouri 
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Over Forty Years of Faithful Service 
T. F. NORRIS CO. 
REALTORS 


Specializing in Property Management 
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